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every day is a greeting card Get 
HOLIDAY when you're riding the Feal 


Volland 


band wagon! 









You cc 
Remov 


how about YOU? the VOLLAND band wagon 


is here... forget about taking that bus or streetcar. 


IF YOU'RE CONCERNED ABOUT PROFITS...remember, 





ae : i. \ in this business you’ve gotta have volume. And 
~ WS A = the way you spell volume is V-O-L-L-A-N-D! 
le | “Straight from the Heart” 


Akar VOLLAND 


Volland Offices and Showrooms 
30 ROCKEFELLER PLAZA 
NEW YORK CITY, NEW YORK 


Drop in and see us! 


GREeETING CARODS 





8 RICHARDS STREET, JOLIET, ILLINOIS 
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Get A Bigger Share Of The Stapling Business . . 
feature ACE . . The Fastest Selling Top Quality Line! 


ACE STAPLING EQUIPMENT offers a complete 
line, built for a lifetime of dependable service. 





ACELINER 
ACE SCOUT NUMBER 502—World’s finest, most attractive 4-way 
. handfast taples, pins, tacks. Loads 





Stapler . . » stap 
ACE STANDARD 210 ACELINER Staples No. 2025. 


NUMBER 202—Top quality at low 


price. Gives perfect performance. NUMBER 102—Famous for endurance. Gives perfect 
lifetime performance. Uses standard size Staples. 


loads 105 ACE Scout Staples No. 


ACE STAPLE REMOVER 


You can easily sell an ACE Staple 
Remover to every user of a Sta- 
pler. Snaps out Staples quicker, 
easier. Millions now in use. 


ACE PILOT 


ACE CLIPPER 





NUMBER 402—Used the world over. Thousands still NUMBER 702—Saves time and money for florists, dry 
in use after 25 years of daily service! Staples, pins. cleaners, stores, schools, factories, offices, Loads 210 
Loads 210 standard size Staples. ACE Clipper No. 700 Staples. 


“es Your customers will be better served . . . and better satisfied if you sell them an 

gxunttt ACE! Any ACE Stapler is by long odds the finest, most efficient and dependable 
a machine in its price class. And, perfect performance is doubly assured when you 
recommend only ACE stronger Staples. They are scientifically cemented in fine 
strip form to flow freely through all Stapling Machines. ye Check up now. Have 
ACE STAPLES you a stock of the full line? Use the coupon for samples of the forceful ACE 
literature and display material available now. 





ACE Staples have highest tensile 
penetrating strength. Made of 
finest steel wire. Fit all standard 
Staplers. 


ACE FASTENER CORPORATION 
3415 North Ashland Ave., Chicago 13, Ill. 


Gentlemen: Please mail to me, at once, samples of the ACE displays 
and sales literature indicated below. 

DISPLAYS: [] ACELINER [] PILOT [] SCOUT [] CLIPPER 
[) REMOVER [] STAPLES [) CIRCULARS OF COMPLETE LINE 








MAIL THE 
COUPON 
TODAY! 











NAME 
Manufacturers for over 25 years of fine Stapling Equip- COMPANY. 
ment for all types of office and industrial use. Sold through 
dealers exclusively. Genera! offices and plant, Chicago 13, ADDRESS 
US.A. In Canada: Canadian Staples Ltd., 6705 Upper 
lachine Rd., Montreal 28 * 258 Wallace Ave., Toronto CITY. ZONE___STATE.____. 
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The American Sugar Refining Company - 
ut est 
" ‘ . ident I 
uses Dixon Ticonderoga pencils... stan 
and ot 
for extra fine quality, pure performance, sweet satisfaction! ‘ von 
Mr. F. G. Atkinson, President of Ticonderoga and Company point the way to pee 
The Joseph Dixon Crucible Co., says: BIGGER BUSINESS for you ... to faster turn- Make 
“Among the distinguished Dixon Ticonderoga over, easier selling, repeat orders. To meet a 4 
users, we are happy to list the name of The the growing demand, keep fully stocked on ~ 
American Sugar Refining Company. Leader this sweet-selling line! throug 
in the sugar industry, this famed firm is noted divisio 
for quality of product. Thus, in using Dixon TICONDEROGA Muc 
Ticonderoga pencils, they take advantage of -++@ famous name in American History by you 
the fact that Dixon has refined its product to place | 
the highest degree of quality... assuring DIXON TICONDEROGA in pas 
maximum efficiency and economy.” ...@ famous pencil in American Industry the co 
portan 
For extra profits — 138 8 “al prx 8 Xow MPA firm F 
stock up on this 
i package! TIC O. OND E R O GA 
Pencil Sales Division, EN-10 e THE JOSEPH DIXON CRUCIBLE COMPANY e Jersey City 3,N.J. MODE 
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DEAR 
READER 


All I can say is “Wow!” That 
1956 convention of the National Sta- 
tionery and Office Equipment Asso- 
ciation was really impressive. 

Of course, I really could have used 
another week to do justice to the ex- 
hibition, it was so extensive. Every 
conceivable item which could be sold 
in a dealer’s store was shown, from 
thumb tacks to a complete executive 
suite. 

And, the wonderful schedule of 
speakers afforded an opportunity of 
a lifetime for most conventioners. It 
isn’t often that one has the opportun- 
ity to hear such an array of talent. 
All were leaders in their fields — 
Industry, Government, Religion and 
our own trade. A review of these 
speeches and the regular business con- 
ducted, along with an analysis of how 
it can affect your own business be- 
gins on page 20. 

There aren’t really enough super- 
latives to cover the success of the 
convention. Credit must be given to 
all of the association leaders who had 
a hand in coordinating the activities, 
but especially to Executive Vice Pres- 
ident Paul Burbank and his able as- 
sistants, Rose Cushman, Homer Lay 
and other Washington staffers. 

An indication of the real sales po- 
tential of office furniture was indi- 
cated at the convention. The article, 
“Make Your Experience Count,” on 
page 28 shows how four firms in 
the trade have increased volume 
through an integrated office planning 
division. 

Much of the expansion carried on 
by you to enlarge and modernize your 
place of business has been recorded 
in past issues. With notification to 
the community of such extreme im- 
portance, the December issue will 
Carry an examination of how one 
firm publicized their move. 
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A BRAND NAME... 
EASY TO REMEMBER 
‘ 
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LOOSE-LEAF COVERS 
boc 
America’s Fastest Selling Binders 7” 
- Bot 
It pays you to stock and sell DUO-TANG, the. : fre 
trade’s most popular loose-leaf cover. It’s the 
cover known to millions of users all over the ie 
country—the one they remember and ask for! whi 
DUO-TANG covers come in a wide range lov 
of colors and materials and are available in 
standard stock items, also tailor- ; 
made to fit individual requirements. | the 
They are ideal for price lists o 
manuals, catalogs and many other ; ~ 
types of presentations. DUO-TANG | F su: 
expansion-type covers expertly.¢om= |. J 
bine cover and binding mediumin — | 
one smart easy-to-use unit. F bi 
Climb on the “BRAND WAGON”: _ 
with other smart dealers. Order the ~ 
complete line today. ; 
De) 
la 
Au 
in 
th 
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MODERN STATIONER and 
OFFICE EQUIPMENT DEALER 
Washington, D. C. 
October 15, 1956 


Your costs for stationery and other office products will be showing a 
slight increase around the first of the year as a result of the present 
drive for higher freight prices. 











The Interstate Commerce Commission presently has before it a demand 
from the railroads for a general increase of 15 per cent in freight rates. 
This is on top of a 6 per cent increase granted by the Commission last March. 


The ICC is not expected to grant the full amount of the request. The 
boost to be approved will probably run between 6 and 8 per cent. 


The trucking industry will file a petition with the Commission for an 
increase about the time it finds out how much the railroads will receive, 
Both the railroads and the truckers are basing their position for higher 
freight rates on soaring costs of labor and equipment over the past year. 


The outlook for tax cuts in 1957 is not good at this time. At their 
conventions, the Democrats pledged a $200 increase in personal tax exemptions, 
while the Republicans promised unspecified tax relief for the middle and 
lower income groups if the budget permits. 





The latest estimates by the Budget Bureau, however, give little assurance 
that either party will be able to carry out tax reductions next year. The 
budget surplus for fiscal 1957 is figured at only $700 million. For the 
1956 fiscal year, the actual surplus totaled $1.8 billion and neither the 
Democratic Congress nor the Republican Administration considered that amount 
sufficient to support any kind of tax reduction, 


The Budget Bureau review puts fiscal 1957 receipts from taxes at $69.8 
billion and Government spending at $69.1 billion. The Bureau is traditionally 
pessimistic on receipts and optimistic regarding expenditures, but the final 
outcome for fiscal 1957 will probably be a surplus of less than $1 billion 
and more than $500 million. 


The monthly reports on the nation's economic activity made by Commerce 
Department's Office of Business Economics continue to be optimistic. The 
latest states, "The national economy continued to operate at a high rate during 
August and early September as industries slowed by the July steel stoppage 
increased their activity." 


Retail stores, having a new sales mark in May, saw that record hold during 
the summer months, but may reach a new high in September, according to a 
preliminary Office of Business Economics estimate, 











The Federal Trade Commission is about to come out with a revision of 
trade practice regulations for the school supply and equipment industry. An 
extension and up-dating of the original 1936 rules is involved. 








The regulations cover all individuals and firms engaged in the manufact- 
ure and distribution of equipment and supplies--except text books--sold for 
use in educational institutions. 


Items affected include pencils, crayons, desks, addressing and dupli- 
cating machines, educational toys and outdoor and indoor playground equipment. 








When put into effect the revision will be similar to trade practice rules 
already used for scores of industries. Among prohibited activities are 
deceptive pricing, misrepresentation and misbranding, deceptive invoicing and 
deceptive guarantees, defamation of competitors, inducing breach of contract, 
tie-in sales, exclusive dealing, enticing away the employees of competitors 
and unlawful price-fixing, 


All of these practices are banned under the Robinson-Patman Act, with 
or without the regulations. The purpose of an industry code is to put ina 
convenient document, FTC and court interpretations of the language of the 
Robinson-Patman Act as it affects the particular industry. 


Despite a promise by the Small Business Administration some months ago 
to step up its tempo of loans to small retailers and wholesalers, the bulk of 
SBA activity continues to be concentrated on small manufacturers. 





SBA loan standards are so high that a store which lacks sufficient credit 
standing to get a bank loan probably can't get one from SBA anyway. Most of 
SBA's value as a credit source lies in geographical areas where lack of 
adequate banking facilities is the chief obstacle to a loan. 


If the Democrats maintain control of the House in the elections, House 
Small Business Committee Chairman Wright Patman (D-Tex.) is likely to hold 
hearings next session on Small Business Administration loan policies. 


A cross-section of the top sales executives in the country sees a rosy 
outlook for the nation's economy through 1957. 








The head of National Sales Executives, Inc., Tony Whan, told a news con- 
ference in Washington recently that a poll of 100 officials of top organizations 
found that 100 per cent believe the current business boom will continue for the 
rest of the year, with 99 per ¢ent making the same prediction for 1957. 


On the question of prices, 2 per cent said they would keep prices at 1956 
levels next year, while 5) per cent expected product price increases. The other 
4 per cent replied that they would "follow the industry" in price policy. 


The Westinghouse Electric Corporation reported recently that dropping its 
policy of fair trade has actually increased its sales volume. General Electric 
on the other hand, says it will continue to fair trade its products. 


Washington Bureau 
MODERN STATIONER and 
OFFICE BQUIPMENT DEALER 
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“MW Fite 


retractable 


ball pen 


It’s easy when you feature and 
promote the product that consum- 
ers recognize as the greatest pen 
value ever. Fully retractable, 
smartly styled, high quality, excit- 
ing colors, smooth performance. 
No pen at any price writes better. 
On self-selling displays of 12 or 
36 pens. 


ALL-RITE PEN, INC. Nationally 
HACKENSACK, N. J. | Advertised 


retails at 39 C 


























NEW 





Phone Index 

Braden Steel Corporation, 250 
West 57th Street, New York City 
has come out with a new Tilt-O- 
Matic telephone index, list finder 
and list keeper. 

The “Phone Mate’ comes in 
green, red or tan tooled leather- 
ette inlaid walnut grain metal. 
The border design is embellished 
in silver or 24 kt. gold. It tilts 
back so that all cards can be 
written on in ease. 





Tubo Toys 

A Tubo Toy Circus se- 
ries has been revealed as 
firsts in a new line of gifts 
for children by Philbert De- 
signs, Port Washington, N. 
a 

Gay characters are im- 
printed on the tubes and 
topped by fabric hats or yarn hair. The contents of each 
eleven inch Tubo Toy contains a play hat, trick or puzzle, 
whistle or snapper, a toy and a colorful lei. The toys in each 
differs. Suggested to retail at $1, the Circus series consists 
of tramp clown, bareback rider, lion tamer, lion, monkey and 
traditional clown. 


Replace-All Ball Pen Refills 


hy A ball-point pen refill that fits all the 
k most popular pens is offered in a choice of 
blue, red and green inks, at a suggested 
retail price of 29 cents by Penwise Manu- 
facturing Co., Brooklyn. 

The Owl Brand, Silver-Tip Replace-Al! 
comes in an envelope, complete with acces- 
sories and is easy to insert, according to 
detailed instructions on the back of the 
envelope. A dozen envelopes are packed 
in an attractive counter display unit. Two 
display units are packed in a chipboard box. 














Road Companion 

The road you're looking for 
can be at your pushbutton 
command with the new road 
map guide newly announced 
by Star Case Company, 76 
Madison Avenue, New York. 
The new road guide is called 
Auto-Mapic. 

Auto-Mapic is operated by 
means of a manual push but- 
ton system which allows the 
user to select the area he 
wishes to travel by means of 
an index system. A flip of the finger shows the road wanted 
produced in a six and a half by twelve and a half inch area. 


Witse SATS 
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Over-the-Floor Extension Cord 


An over-the-floor — electrical 
extension duct for use where 
an electrical outlet is needed 
in the middle of the room js 
announced by Ideas, Inc., Lar. 
amie, Wyoming. Called Elec. 
triduct, the new product is 
made of rubber, is stumble. 
proof and unobstructive. 

One end of Electriduct is plugged into a wall outlet, 
the other end has a two-way receptacle. Ribs on the under 
side prevent slipping on the floor, and the enclosed wiring 
is safe from moisture. Available in standard lengths of 4, 
5, 6 and 10 feet, the manufacturer also offers special lengths 
for custom installations. 





Electric Calculator 

R. C. Allen Business Machines, Front Avenue, Grand Rap- 
ids, Mich., has announced a new electric calculator. 

The little machine is only nine inches long and weighs 
11 pounds. It easily switches to minus factors, and the prod- 
uct register automatically switches to red. It is available with 
a genuine leather carrying case. 


Book Bar 


A humorous and unusual gift 
is the library edition of the hand- 
tooled Staco “Book-bar’”’ by Sta- 
tioners Specialty Corporation, 19 
W. 21st Street, New York City. 

Built to hold a pint flask, the 
books are entitled “The Cheerful 
Swallow” and “Hidden Pleasure” 
by Al K. Hall. They are brown, 
green or wine with 24 kt. gold hand tooling. 





Black India Ink Pen 


Samuel Taubman, New York, 
announced a “Black India” ink 
that has been gelatinized so that 
it can be used in a ball point 
pen. Tremendous advantages of 
the new achievement: 

The ink is indelible, waterproof, instant drying, won't 
smear, run or corrode. 

The pen, with a stencil-like point, writes directly on all 
types of technical diazo sensitized fascimile papers. 

Perfect opacity for reproducing and duplicating on dry 
or moist developing and duplicating machines is offered. 

The Black India Ink Pen will write on all direct image 
offset paper plate and will reproduce immediately, without 
photography, on any offset litho press. 


i ee ee ee 


Dark Green Stencils 


New dark green mimeograph stencils that are said to be 
highly resistant to typewriter cutout have been introduced by 
the A. B. Dick Company, 5700 W. Touhy Avenue, Chicago. 

The stencils, known as the 1300 series, are said to be 
durable for long runs and for filing and re-run. They are 
available in legal and letter sizes, with and without film topping. 
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Personal file 


“APPROVED 
BY 
EFFICIENCY 
EXPERTS” 


Seek 


space saver 


All units available 
in both Letter and 


t : 
egal size. stationery holder 


The Jayem Line opens new horizons in 
the office field. Lets the sales gold flow 
in from all directions. 


The trend towards flexible office layout 
makes Jayem units the “help wanted” 
line you want. Supplies storage, filing 
and efficient-aides... for every modern 


Office and for every Cluttered one. 


Tap the new trend towards smaller, 


- 


compact office helpers. Jayems are just 


marvelous. ; 
Stock ’em. Watch em move. 











AYEM 


ALES CORPORATION 
31 Coffey Street 
Brooklyn 31, N. Y. 


"PERSONAL FILES * SPACE SAVERS 


STEEL 
OFFICE 


saa K ACCESSORIES * SHELVING | 


NEW PRODUCTS..... 


Sentence Building Game 
“Fence” a word, sen- 

tence-building game, has 

been introduced by L. J. 

S. Sales and Manufactur- 

Company, 403 E. 

Street, Greenville, 


ing 

Fourth 

Oho 
Contents include a silk 

screened design masonite board in six colors, three decks of 

225 posts in five colors and the rules of play. The 

$3.95. 


cards, 


new game retails at 


Fifty Cent Ball Pen 
A new addition is announced 
to the Wearever line of ball 
pens, fountain pens and me 
chanical pencils. The firm re 
cently introduced its new 
Wearever Pioneer Presit Ball 
Pen, a double-press action pen made to sell for 50 cents. 

The pen is available in a choice of colors: red, yellow, 
dark green, light green, blue and black. The cap is of a 
silvery finish and the clip is durably constructed with chrome 
plating. Every Pioneer Presit cartridge is pretested, contains 
non-transferable ink. 


Plastic Waste Basket 

A seamless Lustro-Ware polyethylene waste basket with of 
without a cover is being made by Columbus Plastic Products, Inc, 
1625 W. Mound Street, Columbus, Ohio. 

The basket is 34-quart size and has a roll rim top. It comes 
in several colors and is labeled and pre-priced to retail at $3.95. 
The basket is also available with a cover and retails at $5.25. 


Dennison Label 

A “First Class Mail Enclosed” label 
has been introduced by the Dennison Manu- 
facturing Company, Framingham, Mass. 

It is said to eliminate a lot of time 
spent in “sending under separate cover” and 
permits correspondence to arrive with the 
shipment of merchandise. 


“Pacemaker” Typewriter 
A new typewriter, the “Pacemaker,” has been announced by 
Smith-Corona Inc., Syracuse, N. Y. 

This new machine was designed to fill the gap between port: 
able typewriters and present day office models. It offers quick- 
set margins, full-width tabulation and a quiet, speedy action. It 
has an all-around steel frame, equipped for desk clamps. 


Acco Products, Inc. 
Ogdensburg, N. Ys 
announces the addi- 
tion of five colors 
to its line of Acco 


Acco Punch Has Color 
paper punches. The 
Nos. 10 and 110 


punches are available 


in Fireman Red, Pastel Blue, Pastel Green, Frost Green and 
Desert Tan. The five colors are in addition to the standard 
grey finish, hallmark of the Acco Paper Punch. 
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BATES 
NUMBERING 
MACHINES 


Exclusive inside 
movement, 

watchlike 

precision, dial setting 
and roller bearing action. 


BATES B-SO 
STAPLER REFILL 


5000 rustiess Brass 
staples each loading. 


—- 


BATES — 
MODEL C STAPLER 


unced Makes its own staples. 
ball One loading—5000 staples. 


me- 
m fe- 
new 


Ball 


ellow, 

of a 
nrome 
ntains 


ith or 
5, Inc., 


comes 


$3.95. 
25. 
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BATES “e 
SILENT STAMP PADS 
Reversible, renewable 

filler for long life, 

clear impressions. 





nuromaric 


Feeds, 

inserts and 
crimps eyelets 

in one automatic 
action. 








BATES 
PERFORATOR 
Easiest action, 

large waste container. 
Compact, economical. 


‘NEW! 


BATES “S6” COLORAMIC STAPLERS 


Now! Another Bates first. Coloramic 
staplers to match modern office decor. 
Long, low lines, smart new colors. 

In red, blue, yellow, grey—and chrome. 
Plus striking free display. World standard! 


BATES 
END-ICATOR 
STANDARD STAPLES 
Red staples give warning 
towards end of strip. 

ve time and temper. 


rr — 


BATES 
STAPLE REMOVER 


Removes all sizes 
of staples instantly 
without tearing paper. 


—— 


the 


BATES 

List 

FINDERS 

Press 

«+. presto! 

There’s the 

address, 

af phone number, 
‘ recipe, etc. 
quick as 

a wink! 


BATES 
QUALITY 


means lasting 
Satisfaction both 
to the seller 
and user of 


Bates Products. 


BATES manufacturing co. 


Orange, New Jersey 


New York Office, 30 Vesey 








Here’s Why Everyone Prefers 


—WUX0 


The Stand in Most Demand 





\ ATTRACTIVELY STYLED 
\ Uy; * Smooth Contours 

* Rounded Edges 

* Full Round Tubular Steel 


ENDURING STRENGTH 


* Continuous ring of steel rigidly fastened 
completely around the top—solidly ties 
top and legs together 


* Full — Solid Steel Top — no slots or 
openings 
* One-Piece Stamped Base 


SILENT STEEL 


* Steel top is undercoated and fully in- 
sulated by special sound absorbing 
compound 

* Cushioned guide bars and retainers 

* Soft rubber casters . . . soft rubber feet. 
















Model B605 
Business Machine 
Stand with 
Cushioned Bars 
and Retainers 


A Complete Line of Stands, Steel Chairs and Stools 
and a De Luxe Personal File 


BADGER, ic. 


KING AT FRONT ST., LA CROSSE, WIS. 
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Olympic Attache’ 

The Olympic Luggage Corpora- 
tion, Kane, Pa., has designed a new 
Olympic attache case. 

It features a detachable portfo- 
lio, divided into five compartments, 
and a dual purpose divider panel that 
will serve as a writing desk while 
en route. The case is finished in Ti- 
lex, a heavy-duty vinyl plastic. It is 
available in brown or saddle russet 
with burnished brass hardware. 





Box of Crafts 

Sam’! Gabriel Sons and Company, 
New York, introduces Box of Crafts 
a new craft set offering dozens of pos 
sibilities for creative expression. The 
new set contains clay, leathercraft, foil, 
muslin, pipe cleaners and yarn, plus a 
full illustrated and detailed instruction 
booklet for making a variety of things. 


| 
BOX ol crArTS 
mt ol AY t 


Portable File Case 


A handsome portable file case 
known as the Carryfile has been 
marketed by the Oxford Filing 
Supply Company, Clinton Road, 
Garden City, N. Y. 

The lightweight steel case is 
9 x 10 x 12-inches and has a 
leather handle. It stands on rub- 
ber buttons. Price when empty 
is $8.95 and with Pendaflex 
hanging folders is $13.35. 


Chair Mat 


A new plastic-laminated “Execu 
tive’ office chair mat has been in- 
troduced by Maso Steel Products, 53 
W. Jackson, Chicago. 

The plastic overlays a full 14-inch 
thick sheet of tempered presdwood 
and is available in walnut or drift- 
wood gray wood grain. 





Portable Photocopier 

Remington Rand, 315 Fourth 
Avenue, New York City, has 
come out with a portable photo- 
copier, designed. to copy pages 
of bound books as well as flat 
material. 

The all-metal units is finished 
in Gray-Rite and is said to pro- 
duce full-size copies of any rec- 
ord—typed, printed or hand- 
written, on paper, cloth, film, or 
heavy card stock. 
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Your smartest move! 


There are more dollars for you in every Seal-O-Matic sale . . . lower 
inventory cost... higher per unit profit . . . no dead-end models, no 
obsolete shelf-sitters, but a streamlined quality selection of fast-moving 
Automatic and Manual Tape Dispensers and Moisteners. Backed by an 
aggressive advertising campaign and merchandising program. Write 
for details on Sales Promotion and cooperative Direct Mail campaigns. 





























WALTERS 60 Automatic SURWAY Envelope and 





FLASH Dispenser $1 8.95 retail Label Moistener 
Brush Sealer Push-down handle, dispenses 44°’ to $ 
a 50 retail 1“" wide gummed tape in adjustable 3.50 retail 
e lengths 2” to 71)". Lifetime blade 1%” pure bristle brush, ideal for 
For tape up to 11” wide; removable Rustproof, unbreakable. Removable labels, ps, envelopes, etc. Heavy 
aluminum water box, easily cleaned or water box. Pure bristle brushes. Ham- non-tip, rust proof, all metal body, 
filled. End-to-end moistening. Control mertone gray plated brass top, rubber feet. 





guides offer smooth non-clog operation. CHROME TOP MODEL £19.95 <etail JEWEL 3” brush model... $4.25 retail 














yg So) SENIOR 3” 
> Sh t Automatic 
(a \ * Dispenser 
{ | / % | 
a 
~<a 


CELLO Definite Length i Ejects gummed tape of predetermined 

Dispenser $12.98 retail lengths 21%" to 36”, widths 11” to 
For cellophane or pressure sensitive 3”. Visual measuring scale, lifetime UTILITY Sealer 
tape. Prevents waste! Feed stop mech- stainless steel blade, pressure weight $ : 
anism measures and ejects lengths ad- on 2 bristle brushes assures even wet- 8.50 retail 
justable up to 4” each press. ting. Side bottle maintains water level Bristle brush moistener dispenses tape 
Tape Slitter— splits tape in half length- in removable tank. Fully enclosed body. up to 3” wide. All steel body, separate 
wise, ejects 2 equal pieces each press HEAVY DUTY No. 55—for reinforced aluminum water box—easily remov- 

$1.00 extc (RC) eee $55.95 retail able for cleaning or filling. 
















LEWIS TRIGGER- ACTION SAFETY KNIFE 


Only knife with auto- 
matic spring safety guard 
over blade. Specified by 
U.S. Army, Navy. Chrome 
finished, rustproof, un- 
$ breakable. 5 FREE blades. 

1 .50 Individually boxed, 12 
retail to colorful display carton. 






FLASH BOX OPENER 




















LIGHTNING Brush Sealer only *2.10 retail LEWIS UTILITY KNIFE 
e World's fastest Box Opener—2 mil- € 
+] 0.85 retail lion sold! Slides along top edges of only 75 retail 
Heavy duty 3” pull sealer. Pure bristle cartons, cuts top cover only without Rustpreof, unbreakable, 
brush, 4 sets of rollers, plus subway damaging contents. Completely safe, hammertone gray finish; 
feed assure easiest flow of any pull prevents accidents. 5 FREE blades; rust- 4 FREE blades, stream- 
sealer on market. Removable aluminum proof, unbreakable, used by U.S. Govt lined, molded to fit hand, 
water box and major chains. Individually boxed uses 4 notch adjustable 
: blades. 
ORDER NOW ... or write for further details and discounts! (Prices slightly higher West of Rockies) 
7 
eal-( )-matic 
Our 22nd Year DISPENSER CORPORATION 


Formerly Lipton Manufacturing Co. Dept. MS-11, 169 Murray Street, Newark 5, N. J. 





. ff 


New U. S. Wall Map 


An up-to-date, deg 
rative wall map of the 
United States, contaig. 
ing more than 8,009 
place names has bee 
produced by Rand Me 
Nally and Company, P. 
O. Box 7600, Chicago, 

It is said to be one 
of the first to identify 
both highways and 
railroads. It is made in eight colors, and measures 52 x 34% 
inches. It can be obtained in four different models and prices, 





Jac-A-Desk 


A new Jac-a-desk now has push- 
button action, it has been announced 
by Gonco Manufacturing Company, 
1259 S. La Brea Avenue, Los An- 
geles. 

The push-button control is located 
at the top of the desk stabilizer 
Jac-a-desk is made of steel to sup- 
port over 200 Ibs. It is priced at 
$4.95. 





Newspaper Rack 


A wrought iron stand that 
holds newspapers in one place 
has been introduced by Rand 
Company, P. O. Box 557, Whit- 
tier, Calif. 

It is said that old newspapers 
can be tied without turning or 
lifting them out of the stand. 
The rack lists at $3 and is also 
available in lacquered brass for 


$4. 





am, | 


Pressure Sensitive Label 


Production of a new pressure sensitive label with a pro- 
| tective window has been announced by Pressure Sensitive 
| Products Corporation, 116 S. Stoneman Avenue, Alhambra, 
Calif. 
It is of one piece construction with adhesive on the back 
of the label and on the hinged protective window. It is 
made in a variety of sizes. 





Colorbrite 


writes in vivid, intense color | 


A. B. Dick Azograph 
A new Azograph duplicator 
with little pressure. Leads are | designed specially for systems 
3 work has been introduced by 
strong and smooth—take and Be Fe i ergy 
hold really sharp points. 26 Model 225 is designed for sit- 
High-Visibility colors down operation to reduce op- 
erator fatigue and can be set 

| for single cycle operation. 
NEW! Red and Blue colors are now The Azograph makes possi- 


E ble the use of a new, clean 
made in 3 degrees of hardness. process for fast duplicating of 





a_i i.e 


Since 1849 Brehnarte Guy, U.S. Fat. OF. systems papers by which busi- 
~~ nesses control buying, selling, producing and other essential 
RBERAARD FABER | operating functions. 

(Continued on page 52) 
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Dependable — Trouble-free! 


_ PAPER PUNCHING 


oa ED 4 For 3-ring binders, 11” x 


; vat i sheets. oe all 3 

holes at a single squeeze, 

3 H ve) L 3 MOER Pine 4%" on center, 8%” overall. 
Onnennas No gauges to set — no 

PUNCH PON ce radaaey places to mark. Punches 
sheets instantly, all 3 holes 

at one time. Handy — fits 
brief case or desk drawer. 
Weighs less than 20 ounces. 


CLIX MODEL NO. 3 LIST $4.00 each 








2 or 3 HOLES Punches 2 hole sheets:or 3 
i L i > 4 hole sheets as required. Ad- 
justs instantly, simply by 
Lorry. snapping button . . . to 
oye} ia L - = — ong map es “¥: for 
'spapers . oles. ‘Takes sheets from 
ning of DUTY ’ TEI AIS ahetaraete 6” to 12” long. Gauge- 
© sen marked - vn ee. 
a For 3 holes, details same as 
1 is also PUNCH Model 3 above. 2-hole 
rass for punching, 2%” apart on 
CLIX 7-HOLE PUNCH FOR 7-RING BINDERS (not eaes 
illustrated) Same size, same precision action, as 3-hole punch, CLIX MODEL NO. 32 
but punches all seven holes in 3-1-3 order, standard spacing LIST $6.50 each 


a for 11” x 8%” sheets, at a single stroke. CLIX MODEL NO. 7 LIST $7.50 each 


Sensitive 

lhambra, 

Punches 2 holes spaced 234” on centers at 
a single squeeze in paper sheets ranging 
from 5 inches to 12 inches in size. Simple 
gauge adjusts instantly to any size sheet 
up to 12” in half-inch graduations. Weighs 
less than 10 ounces. Red base plate and 
hammertone gray cover. 


CLIX MODEL NO. 2 LIST $2.50 each 


he back 
It is 


Improved 
Personal paper punch for 
L | > 4 ae home, office and industry. 


Ideal for eoraye peg 

: ’ tags, restaurant checks... 

1-H re) L £ . Fe i es easy to use on paper, light 

# . cardboard, etc. Light pres- 

= ‘te, * sure of thumb punches clean 

‘al PU os Cc hi - &. * hole, instantly. 4” hole, 4” 
essentia 4 = o from binding edge. Red top, 


nickel- plated base: 12 in 
wg counter display carton. 
. CLIX MODEL NO. 100X 
LIST 60 cents each 








This 

ectacular 
Advertisement 
Can Double 
Your Sales! 


Twenty-six million people—including your 
best customers—will get copies of this eye- 
catching advertisement next November 26th. 


It’s a spectacular big color half page in 
LIFE, featuring Webster’s New Collegiate 
Dictionary in its bright red jacket against a 
black background. It’s a “stopper”— probably 
the biggest identification a single volume has 
ever had—and it’s going to help you sell 
Merriam-Websters for Christmas. 


You can double your sales by building an 
exclusive mass display of red-jacketed 
Merriam-Websters where they’re bound to be 
noticed, remembered ... and bought! 


Check your inventory, and get your order 
in today. We'll make immediate delivery. 























ANOTHER BIG EXTRA 
Besides being featured 
prominently in Life, the 
unabridged Webster’s 
New International Dic- 
tionary, Second Edition, 
will be promoted as the 
perfect family gift in spe- 
cial big-space advertise- 
ments in Time, News- 
week, The New Yorker, 
The Atlantic, & Harper’s. 


Write for catalogue 
and free promotional 
material. 


G. & C. Merriam Company — Springfield 2, Massachusetts a Wievuam-Websler 








ee ~ 





The Christmas gift most likely to succeed! 


Name anyone on your Christmas list 
and here is the gift most likely to 
succeed. Probably no other gift will 
be used so often, appreciated so long. 

Webster’s New Collegiate Diction- 
ary is an original and useful gift — 
for friends who enjoy reading, stu- 
dents, business people, those to whom 
correct information is important, 
people like yourself! And, it’s the very 
best desk-size dictionary you can give. 
It’s the only one based on Webster's 


New International Dictionary, Second 
Edition, recognized as “the Supreme 
Authority” of the English-speaking 
world. It is required or recommended 
by nearly all schools and colleges 
throughout the country. 

Give the best. Select your choice 
today from the many bindings avail- 
able at your book, department, or sta- 
tionery store. $5, Thumb-indexed $6. 
Especially attractive de luxe bindings 
in striking gift box, $7.50 to $12.50. 


For that extra-special gift 


Choose the ultimate in dictionary ownership 
— the superb combination of the famous 
Webster's New International Dictionary, 
Second Edition, and the Merriam-Webster 
dictionary table. The 3,350-page unabridged 
dictionary contains over 600.000 entries, 
12.000 illustrated terms, 35,000 biographical 
and geographical entries. $39.50 and up. The 
handsome table, in a fine walnut finish, har- 
monizes with any furnishings. $29.50. 


Insist on a genuine Merriam-Webster 
Look for this trade-mark 
REG. U. S. PAT. OFF. 


G. & C. Merriam Company, Springfield 2, Mass. 
Adv. Copyright by G. & C. Merriam Co. 
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/n my Opinion 





HOW'S YOUR COMMUNICATIONS? 


Then I first saw the program 

for the NSOEA meeting just 
now concluded in Chicago, I was 
particularly pleased to see that Mr. 
William Oncken, Jr. was included as 
a speaker. 

The presence of Mr. Oncken on 
our program indicates that more and 
more people are recognizing that the 
problem of intra-company communi- 
ations is not one of big business 
alone, but is applicable also to the 
small individual dealer as represented 
by many in our industry. 

That certainly is the case. A great 
deal of attention in recent years has 
been focused on this problem of 
communications in business and many 
suggestions for improving, what Mr. 
Oncken calls the “chain of under- 
standing,” have been offered. But 
too many stationery and office equip- 
ment dealers have given little atten- 
tion to their own communications on 
the basis that this is a problem in- 
herent in big business only. 

Of course, that is not true. No 
retail store can now be operating at 
anything like desired efficiency un- 
less every employee rather thorough- 
ly understands the merchandise, the 
policies and the objectives of the 
store. And such a complete under- 
standing even among a very few 
employees can seldom be achieved 
without a very definite effort. 

As I listened to Mr. Oncken talk 
in Chicago of some of his own ex- 
periences, in connection with estab- 
lishing business understanding, I was 
teminded of some of my experiences 
in this connection and particularly I 
thought of an association I enjoyed 
for some time with a very success- 


ful head of a large corporation. This 
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man had much easily recognized abil- 
ity and personal characteristics that 
endeared him to all of those who 
worked with him. But many people 
when they first had close contact with 
him felt that he spent an undue 
amount of time in explanations dur- 
ing sales meetings and in bulletins 
when he would so thoroughly de- 
lineate company policies, programs 
and objectives. But these people soon 
came to realize that the time he de- 
voted to this task was calculated and 
highly resultful. He developed an 
organization where a chain of un- 
derstanding flowed freely throughout 
a large organization. Not only was 
he, as the head of this company, 
able to transmit his ideas to his peo- 
ple, but his peaglagpecee able and 
willing to transmit back to him ideas 
and information that contributed very 
materially to the company’s success. 

I know instances where stationery 
stores are failing very badly in pro- 
viding proper communications. Con- 
sider the dealer I talked to the other 
day who, according to his own state- 
ment, has no communications prob- 
lem because he has a small sales force 
with no intermediate supervision and 
a “terrific bunch of guys who know 
the business as well as I do.” This 
dealer has a mailbox for each of his 
salesmen. In them he placed scribbled 
notes on price changes, including 
special prices established, leads and 
a few general ideas of sales interest. 


Contrast that kind of setup to an- 
other dealer many miles away with 
whose operation I am familiar. This 
dealer also has a mailbox for each 
of his salesmen in which he places 
generally the same kind of informa- 
tion that is put in the boxes by the 
other dealer. 

But that’s only the beginning. This 
dealer, who recognizes the need for 
good communications and is doing 
something about it, takes the trouble 
to write a thoroughly edited explana- 
tion of the company's policy on all 
changes, the reasons for given ac- 
tions and suggested answers to an- 
ticipated customer questions. 

At each sales meeting he reviews 
all written notices placed in the 
salesmen’s mailboxes since the pre- 
vious meeting. He patiently answers 
all questions. He has all literature 
sent in multiple copies . . . or re- 
produces the vital information in suf- 
ficient copies for all 12 salesmen. 
He invites suggestions, and occasion- 
ally contacts customers to make cer- 
tain that facts he gave his salesmen 
have been accurately interpreted and 
relayed to the customer. 

I really think the big difference in 
providing good communications in a 
big company as against doing the 
same job in a retail store is that 
the size of the job is smaller at the 
retail level. The need for it and 
the benefits from it are proportion- 
ately the same. 


Maceth O Shaved 











The 1956 convention of the National 
Stationery and Office Equipment Association, 
which ended on October 3rd, 

proved to be the greatest 


in the history of the organization 








Following the election of Leonard 
e Wilcox, left, as the NSOEA president 
for 1956-1957, retiring president, 
Ivan Allen, Jr., invited him on the 
& platform during the Wednesday morn- 
ing business session. Wilcox was also 
president of the association during 
© 1954-1955. 


NSOEA 
CONVENTION 
IS SMASH 
SUCCESS 





Carl C. Judkoff, governor of Region 13, right, accepts the 
Governor's Cup on behalf of his region from Paul Burbank, 


executive vice president. This award goes annually to the 
region which has the largest percentage increase in member- 
ship. 


20 














































































| Pr-esetoneggen in the present and optimism for the 

4future permeated the atmosphere at the 1956 con. 
vention of the National Stationery and Office Equip. 
ment Association, held at Chicago on September 29 
and 30, and October 1, 2 and 3. 


With more than 11,000 delegates on hand to 
visit the 400 exhibits during the five action-packed 
ays, the five display halls on four floors were jammed 
with convention attendees during all open hours. New 
products and new presentations of regular lines were 
shown to the dealers. 

The program lined up by Executive Vice President 
Paul Burbank and his capable Washington staff was 
outstanding. Starting with the Sunday morning busi- 
nessman’s service in the Grand Ballroom and con- 
tinuing through the final banquet and dance in the 
same place Wednesday night, the visitors attended a 
full schedule of social, educational and entertaining 
events. 

Sunday 

A special speaker at the Sunday service, Minnesota 
Congressman Walter Judd, stated that what was ne- 
cessary today was to “quit trusting power and return 
to God.” 

Dr. Judd emphasized the need of a militant per- 
sonal Christianity to return reason to an_ unstable 
world. He called for a re-examination of our heritage, 
adding that equal justice and equal opportunity must 
be guaranteed, but not equal rewards to all. “Rewards 
level down—opportunity assists up,” he concluded. 


Monday 

Reviewing his year as president of NSOEA, Ivan 
Allen, Jr., the Ivan Allen Company, Atlanta, Ga, 
said that as stationers and office equipment dealers 
had the advantage of being in one of the businesses 
still owned and operated by the people in it, they 
also had the responsibilities of furnishing the commun- 
ity leaders. 

Allen also stressed several points whereby small 
business can remain strong, emphasiziny that a primary 
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necessity is a good trade association “as we are fortunate 
to have in NSOEA.” 

Also speaking at the initial general business meet- 
ing was J. Ogilvie Lennox, past president of the Sta- 
tioners Association of Great Britian and Ireland, and 
chairman and managing director, Douglas & Douglas, 
Ltd., Glasgow, Scotland. He told of the impressions of a 
foreigner during the first two weeks in the United 
States. Lennox also emphasized the responsibility of the 
association members in providing the materials and 
equipment with which the commerce of the world 
operates. 

As an advocate of “less time on training and more 
time spent on communications,” William Oncken, Jr., 
director of management development for the New York 
Central Railroad System, spoke to the assembled con- 
vention members at the meeting on “Crashing the Com- 
munications Barrier.” 

Howard Pyle, administrative assistant to President 
Eisenhower, told his audience at the Monday luncheon, 
that “the people need a lot less government in their 
lives.” He made the point that it was the belief of the 
President that if left to their own devices and initiative, 
the people will find their own way to a better economic 
life. 


Tuesday 

Separate divisional meetings topped the list of 
activities on the Tuesday schedule. 

Research reports were given by Dr. Ralph De- 
Armond Cies, Boston Consultant, and James B. Kobak, 
K. K. Lasser & Company, New York, to the Distributors 
Division. Dr. Cies warned the group that the dealer needs 
factual information in order to obtain the best results 
profitwise and stated that as the particular business 
gets larger and more complex, the profit percentage 
gets smaller. 

The report by Kobak substantiated this theory by 





J. Ogilvie Lennox, past president of the Stationers Association 
Ag Britian and Ireland brought “Greetings From U.K. to 
EA.” 


MODERN STATIONER, NOVEMBER, 1956 








showing that the larger dealer is selling more low 
profit goods. 

Protection of records and documents during an 
atomic explosion was shown by E. H. Mosler, Jr., 
Mosler Safe Company, who witnessed Operation Tea- 
pot, the May 1955 tests on Yucca Flats, Nev. He used 
a government film along with his own slides to show 
the impact of safes and file cabinets at varying dis- 
tances, 

The importance of dealer-manufacturer coordina- 
tion was singled out by NSOEA President Ivan Allen, 
Jr., during his address to the Manufacturers Division. 
Allen advised that the manufacturers’ responsibility 
goes beyond making goods and that the field men must 
supervise and advise his dealer accounts to insure full 
success. 

Paul Burbank, association executive vice president, 
then explained the NSOEA insurance program which 
now has dealer coverage of between nine and ten 
million dollars. 

Addressing the Field Division was Leonard Wil- 
cox, Roberts Printing & Stationery Company, Hutchin- 
son, Kansas. He spoke of the four types of salesmen 
which call on the dealer, “the square, ringer, rounder 
and regular.’ He mentioned that the salesman was 
actually a partner with the dealer and sharing the 
dealers’ problems would be beneficial to both. 

The elections of divisional officers concluded each 
meeting. William R. Diehl, Jr., Diehl Office Equip- 
ment Company, Columbus, Ohio, was chosen to head 
the Distributors Division. Also receiving unanimous 
nomination was John D. Brain, Jr., Brain’s Stores, 
Omaha, Nebr., elected as vice chairman. 

John B. Dwyer, Boston, was elected chairman of the 
Field Division with Herb Morgan, National Blank 
Book Company, San Francisco, named as vice chairman 
of the division. 

Elected as the chairman of the Manufacturers Divi- 
sion was Elmer Rahe, vice president—sales, Globe- 
Wernicke Company, Cincinnati, Ohio. The new vice 
chairman is Edward Mosler, Jr., Mosler Safe Company, 
Hamilton, Ohio. 

The chairman in each division also has the position 
of vice president in the National Stationery and Office 
Equipment Association. 

Invulnerable inperturbability can be gained by a 
few minutes of peachful thinking each day, according 
to Dr. Norman Vincent Peale, Tuesday luncheon speak- 
er. Dr. Peale warned that with today’s business pres- 
sure, “a central core of inner quietness is essential. 
He recommended looking at the sky a few minutes 
each day to induce this inner peace. 

Adrian Pembroke, president of the Pembroke Com- 
pany, Salt Lake City, Utah, spoke to the general ses- 
sion in the afternoon on the advantage of having out- 
side salesmen make calls on a particular customer at a 
set time each week or month. 

Abounding enthusiasm best describes G. Herbert 
True, guest speaker who urged the delegates not to sit 
on their ideas, and also to encourage creativity within 
their entire organizations, 
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Wednesday 

The final general business session was called to 
order Wednesday morning by president Ivan Allen, Jr. 
He lauded the addition of convention daily newspapers 
to the 1956 convention as furthering delegate interest. 

Paul Burbank, executive vice president, reported 
on the office machine market, using slides to indicate 
the growth of this particular field as compared with 
the other sections of the stationery and office equip- 
ment industry. 

James Watson of James Watson Associates, sales 
training specialists, talked to the group in the place 
of scheduled speaker John S. Coleman, who was hos- 
pitalized with pneumonia. Watson showed the close- 
ness of salesmanship and the theater through exaggerat- 
ed gestures and facial expressions, explaining how they 
would affect prospective customers. 

The committee reports were given by committee 
heads and approved by the group assembled. Present 
assets of the association were listed at $328,631.50. 

Culminating the business session was the election 
of officers for the forthcoming year. Honored by a 
unanimous election to the presidency of NSOEA was 
Leonard Wilcox, Roberts Printing & Stationery Com- 
pany, Hutchinson, Kansas. Wilcox was also president 
of the association for the 1954-1955 year. 

Joseph C. Runnels, Commercial Office Furniture 
Company, Washington, D. C., was elected as treasurer 
with Reuben Haslam, Washington, selected as assistant 
treasurer. 

Climaxing the five fabulous days in Chicago was 
the banquet and dance Wednesday evening in the 
Grand Ballroom. Following the meal, the annual 
awards for the various competitive events in the as- 
sociation were given. 

Recipient of the Governor's Cup for percentage 
of membership increase was Carl C. Judkoff, Cantigny 
Printing and Stationery Corporation, New York City, 
governor of Region 13. The Clegg Trophy for the 
dealer submitting the most outstanding advertising 
program was won by George Stuart, George Stuart, 
Inc., Orlando, Fla. 

The ISBA Store Modernization Award went to 
Robert and Warren Parker, Parker Typewriter Com- 
pany, Pasadena, Calif. Receiving the Charles Garvin 
Award was William Aylward, Globe-Wernicke Com- 
pany. Frank Graham, president of the Fifth District 
Travelers Club received the cup given by the Dealers 
Division to the Travelers Club amassing the greatest 
number of combined points for membership increase 
and sales clinics conducted. A new award was started 
at this convention by Office Appliances—The Office 
Equipment Man of the Year. The first recipient was 
Ivan Allen, Jr., retiring president of NSOEA. 

Honorary memberships were voted to William 
R. Diehl, Sr., L. R. “Jack” Kendrick and Harvey 
Rockwell. 

Paul Burbank then spoke in eulogy of the two 
association officers who passed away last summer— 
O. Clifford Halverson, chairman of the Distributors 
Division and Charles V. Sinisgalli, treasurer for the 
past five years, 
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Modern and model is this eye-appealing installation of g 
model stationery and office equipment store by Henry Berry 
Associates, Milwaukee, Cooperating with Henry Berry As. 
sociates in the exhibit were Carter Ink Company, Dennison 
Manufacturing Company, Eaton Paper Corporation, National 
Blank Book Company, Smead Manufacturing Company and 
Eberhard Faber Pencil Company. 


Scene at 
NSOEA 
CONVENTION 





Discussing plans for the Monday morning program, prior to 
its opening are, left to right, William Oncken, Jr., Paul Bur- 
bank, J. Ogilvie Lennox and Ivan Allen, Jr. 
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The Joseph Dixon Crucible Company has 
among its sales representatives presidents 
of two of the NSOEA Travelers Clubs. 
Pictured here are Harry E. Hoffman, 
Chicago, left, president of the Great 
Lokes group, and Max L. Smith, presi- 
dent of the New England Travelers Club. 


~~ W, 


Pr 


J. T. Suydam, left, sales manager of Mittag & Volger, shows 
products of his company to Harry Deutsch and Al Prince, both 
of Horders, Inc., Chicago. 


Activity at the Kingsley booth finds assistant sales manager 
C. W. Hall stamping a dictionary published by World, as 
Mrs. E. F. Cole and A. J. Cole, Cole and Company, Harris- 
burg, Pa., look on. Standing behind Hall is C. T. Gerbhardt, 
sales representative, while another sales representative, Jack 
Hughes is seated in the background. 
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Relaxing for a few minutes with the 
MODERN STATIONER CONVENTION tional Blank Book Company at the 
DAILY are Loring Siebert, Office Sta- 
tionery and Equipment Company, Chica- 
go; D. E. Price, Eagle Pencil Company; 
and Lillian Forrana, 
and Equipment Company. 


Office Stationery 


Shown during the reception of the Na- 


Sheraton-Blackstone Hotel are Dick 
Towne, president of National Blank 
Book, Miss Eye Ease (Claire Williams of 
St. Louis, Mo.) and executive vice presi- 
dent Paul Buckwalter. 


For the ladies, the initial event was the Sunday ‘afternoon 
get-acquainted tea. Pictured here are, left to right, Mrs. 
Kenneth Boyer, Toledo, Ohio; Mrs. Art Fontain, and Mrs. Fred 
W. James, Youngstown, Ohio. 


In discussion at the Friday meeting of the Fountain Pen and 
Mechanical Pencil Association are, left to right, Wilbur K. 
Olson, program chairman; Frank D. Waterman, president; 
Frank L. King, executive vice president; and Irving T. Willard, 
treasurer. 








HERE’S WHAT THEY HATO 











Complacency can be the 
biggest danger a concern 

can face. Only by keep- 

ing ahead of the market e 
through application of 

new policies and proce- 
dures can continued suc- 
cess be assured. 


The vast wealth of mater- 

ial being turned out by 

the Washington staff of 
NSOEA has just one aim. Fe 
To improve your business. 

Are you making use of 
this source? 





... On the Retailer’s Outlook 


. With the squeeze on small 
business these days, certain basic 
fundamentals must not be ignored. 
We are an industry of small and 
medium businesses . . 
take. 

But this does not mean that we 
can't, as individual operators, be as 
strong as big business. In NSOEA 
we have the structural strength of 
big business and the individual free- 
dom of small business. 

What does a small and middle 
business need to survive in this Bun- 
yon age? It needs well-organized, 
skillful management, assistance of 
management specialists, greater ac- 
cess to research, sustained earning 
for expansion. Above all, it must 
exploit its strongest assets — flexi- 
bility, adaptability, closeness to the 
customer. 

Survival depends upon each of us, 
as individuals, to accept the respon- 
sibility for improvement. Too many 
of us feel that what is a successful 
operation today, will be just as suc- 
cessful tomorrow. 


. make no mis- 


You, as managers, have three 
major responsibilities to your com- 
pany: sound merchandising. . . 


...0n the Responsibility 


.. . Be proud of the fact that you are 
a young country. The world is cogni- 
zant of the spirit and uplifting ideas 
of the United States. It is the great- 
est republic in the world, and the 
nation all other republics look to. 
You are not bogged down by the 
traditions of the past, but you must 
continue to seize all ideas which 
come forth. 

There is extra responsibility in 
being a member of our particular 
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of the Industry 


trade industry. The commerce of the 
world would halt without the manu- 
facture and delivery of the products 
of this association’s members. 

It is impossible to overstress the 

importance of our industry as it con- 
cerns the trade of the world. 
J. OGILVIE LENNOX, Chairman 
and Managing Director, Douglas 
& Douglas, Ltd., Glasgow, Scotland; 
Past President Stationers Association 
of Great Britain and Ireland. 


sound selling . . 
and financing. 

These are fundamentals. They are 
basic to the success of a business. But 
there is another necessity, too. It is 
philosophical, really — the factor of 
motivation. Each of us is motivated 
by the desire to make success of his 
business. This motivation must be 
spread throughout the organization. 

Our business is sales. And, the 
good manager must first be a good 
salesman himself. How can he expect 
to inspire his people to good sell- 
ing, to motivate them so to speak, 
unless he knows the problems and 
is a capable salesman himself. 

Make use of the progress which is 
being made every day — for you — 
by the association. Take freely of it 
and use your own ingenuity to make 
it work for you. 

Each of us has in his hand, the 
power of either being vastly success- 
ful or becoming a failure. In the 
final analysis, it depends on each of 
us, as individuals, to either make or 
break the businesses we build. 
IVAN ALLEN, JR., President, 
Ivan Allen Company, Atlanta, Ga., 
NSOEA President 1955-1956. 


. sound accounting 





Significance to You 
as a Dealer 











Pride in the _ industry 
should be an additional 
sales benefactor. Without 
your industry, the inter- 
change of the world’s 
goods would cease. 
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40 SAY.... 


...0n Developing Ideas 


. Creativity is observation with 
application. There is no norm and 
it may stem from anywhere. 

The easiest way to kill creativity 
is to hire people who think as you 
do. Ideas are like infants, they 
don't pick their parents. If you 
have an idea man, use him. Even if 
you dislike him, don’t let him know 
it. 

There is a strong tendency toward 
conformity, toward mediocrity, in 
the clothes we wear, the food we eat, 
the books we read and the ideas we 














Everyone at some time 
makes the statement — 

we aren’t speaking the 
same language — about » 
a business associate. 
Faulty communications 
lead to faulty control. 


hold. Too much in society today 
causes people to fear that being 
original in their dress or creative in 
their actions is dangerous. 

You can create creativity by tell- 
ing people they are creative. Give 
them the opportunity to be creative, 
the freedom to fail. Provide a cli- 
mate of safety where the individual's 
potential is recognized and evaluated 
positively. 

G. HERBERT TRUE, Assistant Pro- 
fessor of Marketing, University of 
Notre Dame. 


The value of a trade convention lies in the beneficial ideas 
received by delegates which may be applied to their own busi- 
ness. Here are some excerpts from the speeches of just a few of 
the many qualified speakers at the 1956 NSOEA convention 








Significance to You 
as a Dealer 








Have you killed off all 
suggestions from your 
employees by your past 
reception of ideas? You 
may be passing up some 
volume builders. 


...0n Better Company 


. . . Communications is the chain of 
understanding that integrates an or- 
ganization from top to bottom. 

If all you want is maximum rated 
speed, you can demand it in the 
language of production and effi- 
ciency. 

Your operation as a boss will be 
no better than the control you exer- 
cise, directly or indirectly, over what 
is going on. Too often this lan- 
guage of production and efficiency 


...0n the Office Machine Field 


... We must make certain that we 
have an uninterrupted flow of in- 
formation concerning our office ma- 
chine market as the development of 
machines to work better and faster 
continues. 

1. Office supply retail sales have 
increased 570 percent over 1940 as 
compared to an increase of 402 per- 
cent for all retail sales. 

2. Increase of all potential cus- 
tomers is only 27 percent while the 
number of office workers has in- 
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creased by 85 percent. 
3. A breakdown of the amount 
of goods used per office worker 


shows: Office supplies—4 percent 
less; Office Machines—80 percent 
more. 


4. But the dollar volume of the 
average dealer shows he makes 52 
percent from supplies, with office 
machines only 12 percent. 

PAUL. E. .BURBANK,. Executive 
Vice President, National Stationery 
and Office Equipment Association. 


Communications 


is not the language of the basic 
motivation of the employees. 

You can not look at the job only 
in terms of planning, organization 
direction, coordination and control 
of the function. For the employee 
can only view the job from the ideas 
of opportunity, recognition, belong- 
ing and security. 

WILLIAM ONCKEN, JR., Director 
of Management Development, New 
York Central Railroad System. 





Significance to You 
as a Dealer : 











These four points indicate 
where more emphasis can 
be placed to obtain the 
greatest sales volume pro- 
portionate to the poten- 
tial customers. 


25 








By C. L." Chuck’ Lapp, Ph.D. 


MODERN STATIONER 
Consulting Editor 


Good 


Supervision 





Protects Profits 


Proper sales supervision is a key to more profitable sales. 
Because this important aspect can be easily neglected, 
Dr. Lapp offers a program designed to increase your ef- 
fectiveness as a stationery and office equipment dealer 


T he payoff function in your sales 
organization may be easily neg- 
lected if you aren't careful. 

This function, the supervision of 
salesmen, insures the realization of a 
true profit from all investments which 
are made, rather than allowing the 
possibility of a just barely satisfactory 
margin of profit. 

A sales corporation. without good 
supervision is like having a locomo- 
tive without an engineer. Even if your 
philosophy has been that salesmen 
should manage their own selling ef- 
forts, supervision is necessary. 
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A salesman should be taught how 
to self-manage his job. But most sales- 
men must be given constructive help 
in the form of training, control and 
inspiration, if they are ever to be cap- 
able of self-management. 


Planning for Supervision 

Supervision of salesmen is not a 
one level organizational activity. Top 
executives must plan the program of 
supervisory action which can be easily 
implemented on an operative sales 
management level. Determination of 
sales objectives is necessary in order 


to decide how supervision can provide 
for a greater realization of these ob. 
jectives. 

Policies must be set in respect to 
methods and tools of supervision, and 
a budget set up to show the amount 
of time and money which can be 
spent on this function. Certain stand. 
ards of performance should be de. 
cided early so that an evaluation js 
possible to discover whether or not 
the supervision is effective, and as a 
basis for determining how improve. 
ments can be made. 

A survey of buyers and prospects 
will determine their likes and dislikes 
relative to your salesmen and competi- 
tive salesmen. Equally important is 
the personal feelings of the salesmen 
toward their jobs and why they feel 
as they do. 

Danger signals which must be 
recognized include high turnover of 
salesmen, unbalanced selling as_per- 
tains to products or customer-types, 
increasing expense ratios and reduced 
gross margin or net profit when indi- 
cated by internal record controls. 


Organizing for Supervision 

The mere creation of titles, such 
as, vice president-sales, sales super- 
visor, territory, branch, regional or 
district sales manager does not assure 
that proper supervision will and can 
take place. First, it must be deter- 
mined how many salesmen one im- 
mediate superior can effectively super- 
vise. 

By avoiding divided line responsi- 
bility, the salesmen will have more 
respect for authority, and greater 
specialization of selling effort can be 
effected, leading to greater selling 
efficiency relative to volume and ex- 
penses. Breakdown can be by custo- 
mer, product or function. 

As an organization grows, it will 
necessitate the creation of more super- 
visory levels. For the same reason, 
there should be provided sufficient 
staff to relieve salesmen and superiors 
of routine details which are too time 
consuming to be economically pet- 
formed by them. 

The best method of meeting the 
manpower needs of the future is by 
the development of talent within your 
own. company. 
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Methods of Supervision 

A program for the supervision of 
salesmen can be effectively implement- 
ed by adapting methods suitable to 
your own particular problems, rather 
than trying to imitate supervisory pro- 
grams of other companies. 

Vary methods of supervision suf- 
ficiently to avoid any one method be- 
coming ineffective. There must be a 
distinction between the methods used, 
or a number of “gimmicks’’ may be 
used which do not establish a work- 
ing relationship between a salesman 
and his superior. 

A balance between group and in- 
dividual methods can be made by 
following up group methods with in- 
dividual contact for greater final pay- 
off. 

It is possible to foster a personal 
working relationship with each sales- 
man by means of such individualized 
methods as field contact, office con- 
ferences and personal letters. Main- 
taining an “open door policy” will 
encourage a salesman to come to you 
for help and guidance in respect to 
both business and personal problems. 

Field contact with the personnel, 
although more costly, will return more 
for the time and money expended than 
any other method. By preparing sales- 
men for changes in methods will im- 
prove their working relationship with 
their superiors. 

Care must be taken, however, to 
prevent any singular method being 
used to the point that salesmen be- 
come “leaners’’ rather than self-star- 
ters. 


Actual Supervising 

Specifically, the working relation- 
ship between a salesman and his su- 
perior may be improved by the follow- 
ing: 

(1) Give a salesman individualized 
training to develop his strong points 
and minimize his weak points. 

(2) Emphasize a balance in train- 
ing so that product information, buyer 
whims, selling skills, attitudes, per- 
sonality development and changing 
selling conditions are all given con- 
sideration. 

(3) Upgrade some carefully select- 
ed salesmen for management posi- 
tions. This will provide additional 
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stimulation to others. 

(4) Take steps to assure that each 
salesman is committed to his company 
products, supervisors, customers, and 
selling as a career. (This will elimi- 
nate spending training time and mon- 
ey on the few who will give relatively 
little return on the investment.) 

(5) Encourage salesmen to self- 
evaluate, self-train, self-control and 
self-motivate. 

(6) More emphasis must be put on 
before-the-fact controls and less on 
after-the-fact controls. 

(7) Find out what makes each 
salesman tick and then use this knowl- 
edge to motivate the salesman to put 


forth his best effort. 
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Overseas mailing should be emphasized during the next month. This 
window in the Jordan Marsh Company, Boston, served as an important 
reminder in the fall of 1955. It also had the dual purpose of suggesting 
that both gift purchases and gift wraps could be obtained at the store. 
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(8) Provide not only for the down- 
ward flow of policies, plans, proced- 
ures and suggestions to salesmen, 
but also arrange for the possibility 
of a return upward flow of feelings, 
suggestions and ideas. 

(9) Evaluate salesmen periodically 
and let them know how well they are 
doing. (This is extremely important, 
especially compliments on successful 
sales or encouragement on tough cus- 
tomers. It may mean more to the sales- 
man than the additional commission. ) 

Through the use of a comprehen- 
sive program, similar to the one sug- 
gested above, you can increase im- 
measurably the effectiveness of your 
salesmen. 
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has offered to its furniture customers successfully 


This display symbolizes the design service 
which Walsh Brothers of Phoenix 


for the past several years. 


Anizona’s Leading, 
Office. Fumisncrs 
and Designers. 
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FFICE MACHINES 


Arizona's Leading 
Office Furnishers 


The new building occupied by Walsh Brothers was planned with a 
special area for the office planning and design department in mind. 





EXPERIENCE COUNT 


Office modernization is often neglected because the 
businessman does not have the necessary knowledge. 
The average customer wants help in arranging his 


office. 
ume through their 


Pp erhaps in no other industry is 
Elmer Wheeler's admonition, 
“Don’t sell the steak, sel! the sizzle,” 
so important as to the office furniture 
industry. 

Today’s customer is not interested 
in just a desk, a chair and a file cabi- 
net. His primary desire is for an at- 
tractive, impressive and comfortable 
office. 

Few business men know how to 
achieve these results. They must rely 
on the help given them by the exper- 
ienced office furniture dealers. This 
help should not only be readily avail- 
able, but its availability must be mer- 
chandised. 

The best method to utilize and mer- 
chandise this experience is through a 
coordinated office design and planning 
department. Some office equipment 
dealers in various parts of the country 
have already realized the value of this 
component part of their firms. 
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Here are four firms who are building vol- 
office planning departments 


‘ 


They are prepared for the normal 
procedure of furniture selection, but 
what is more important, they can pro- 
duce all of the features necessary to 
give the customer the office best suit- 
ed to his needs and wishes. 


Arizona 

Providing the prospective client 
with a complete design and planning 
service, without charge, has proved a 
profit increaser for Walsh Brothers, 
Phoenix, Arizona. 

When the company first launched 
its design program, they used a part- 
time designer, whose duty it was to 
make a study of the office, the type 
of work carried out and the require- 
ment of the personnel involved; and 
then to simply suggest the appropriate 
furniture in the right color. 

Since that time, in just a few years, 
the importance of eliminating many 
of the loose ends which make their 


appearance in an operation of this 
type, has necessitated the expansion 
to an office planning and design de- 
partment which now takes on the re- 
sponsibility of planning for every 
square inch of space in the office con- 
cerned. 

Involved in the details of selecting 
colors, rugs, lamps, reception room 
furniture, lighting fixtures and even 
wall paper, the department now has 
a special staff of three. 

“We have never questioned the ef- 
ficiency or necessity of the depart 
ment,” Joe Herbern, Walsh Brothers 
executive stated, ‘in fact, during the 
past year we have come to realize that 
this department is no longer a luxury 
service to be considered as a non-rev- 
enue service which attracts more custo- 
mers, but is just as functional in 
terms of overall volume as display 
windows, delivery trucks or news- 
paper advertising.” 

A four-month study of the depart- 
ment revealed that it was responsible 
for at least 25 percent of the total 
office furniture volume sold during 
that period. 

Herbern added, “A ratio of almost 
75 percent success, which resulted 


from the attractive illustrated pro- 
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Office furniture sales come easier when a salesman (right) can show the executive a 
layout of his modernized office. The strip of photos attached to the left of the upper 
sketch show which bottle necks will be overcome by the use of this plon. 


posals made up by the department 
showing what we can do for the 
customer, is enough to convince us 
that it is illogical to regard the de- 
partment as a non-revenue luxury.” 

Currently a time-study analysis is 
being run which seeks to average the 
number of hours spent by the plan- 
ning and design department on each 
sale, the amount of time given to 
regular salesmen as an assist and the 
percentage of sales accomplished be- 
cause the salesmen could rely upon 
this help. 

The study will discern whether or 
not the time and facilities of the 
department are being put to maximum 
use. At the end of the program Walsh 
Brothers feels that it will know 
definitely whether the “plus business’’ 
in such decorator items as lamps, 
smoking stands, occasional chairs, desk 
accessories and the like are in them- 
selves paying the costs of the service, 
or whether it requires a certain mini- 
mum sale in order to justify the time 
of the department’s personnel. 

The design and planning depart- 
ment has been relocated from the 
store in downtown Phoenix to the 
new building on North Central ave- 
nue. There, it has been placed in the 
front corner of the store where two 
expert women designer-decorators may 
be seen during regular operating 
hours. 
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Colorado 

Completely planned executive of- 
fices are the specialty of Bethune & 
Moore, Denver, Colo. 

The unusual method effected by 
this firm is the preparation of a model 
office whenever circumstances guaran- 
tee many prospects to look at it. Con- 
ventions, home shows and other civic 
events provide the occasions. 

A recent Denver Home Show at- 
tracted 15,000 persons a day for ten 
days. Here Bethune & Moore laid 
out a model office as well as two resi- 
dential rooms. Cooperation with a 
paint dealer, wall paper firm and a 
sales organization produced an attract- 
ive row of exhibits. 

Bethune carefully documented each 
item in its proper place in a sketch 
and listed below the item and its cost 
for distribution at the show. 

It has been the experience of this 
firm that folders of this type can be 
easily pocketed and put away in a desk 
drawer to serve as silent salesmen. 
And the company firmly believes that 
many large sales have been produced 
directly from the printed folders. 


Pennsylvania 
A full color drawing of the pro- 
posed office is the major sales tool of 
the American Stamp & Stationery 
Company, Allentown, Pa. 
The importance of having customers 


visualize to what extent their offices 
can be modernized and redecorated jg 
stressed by this firm, which in an ef. 
fort to stir the enthusiasm of its pros. 
pects, employs a full-time artist. 

“We can show customers pictures, 
illustrations and as much other mater. 
ial as we have at our disposal, but the 
final clincher is a full color rendering 
of the office as we see it in its final 
stages,” explains company president 
Joseph Roberts. 

When a prospect is interested, a 
simple sketch of the office is made by 
the artist, with a full color view com. 
pleted a few days later. 

Even if a customer shows an inter- 
est in a new desk only, or a few chairs, 
the artist goes on with his sketch. 
ing of the complete room from ceil- 
ing lights down to the type of floor 
recommended by the salesman. Many 
of the completed pictures are given to 
the prospect regardless of the amount 
of equipment actually purchased, for 
the purpose of framing. 

With this picture on the wall, the 
customer is constantly reminded how 
his office can be made to look ulti- 
mately, with the result that often he 
will buy one item at a time from 
American until he has achieved the 
office scheme laid out for him. 

“In the drawings, we try to in- 
corporate the ideas and type of fur- 
niture that the customer wants,” 
Roberts said, “but when we think that 
something should be changed or add- 
ed, we make the necessary changes.” 
Usually the customer will go along 
with this, feeling that experience in 
office outfitting places American in a 
better position to make recommenda- 
tions which the customer may not 
know about. 

As an example, a dentist inquired 
about a small reception desk. Although 
this was the only item, he was inter- 
ested in, he was pleased to have the 
sketch made. In the final drawing the 
artist, on recommendation of the sales- 
man, added waiting chairs, a larger 
desk, clothes racks, gooseneck light- 
ing fixtures, drapes and throw rugs 
in full color. 

As a result, the dentist ordered the 
larger desk as well as the waiting 
chairs and some room accessories. 
Later he called about arranging the 
type of lighting and while work was 
in progress purchased the drapes and 


(Continued on page 62) 
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This portion of the large office supply department at Wilson’s 
shows the self-selection display cases and wide aisles follow- 


ing the recent remodeling. 


Remodeled Store ° 





Located in the furniture department of the Wilson Office Sup- 
ply Company is this “leather wall’’ made up of one-foot cow- 
hide squares, the wall contains 42 different colors available 


for furniture coverings. 


Part of Extra Service by Texas Dealer 


THE). 13 
MODERN 
TREND 


A large selection of gifts is offered in a 
special department with another Wilson 
extra service’ in the form of a com- 
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7 Wilson Office Supply Com- 
pany of Wichita Falls, Texas, in 
keeping pace with the rapid growth 
and demands of the area it serves, 
recently opened its newly-remodeled 
store. 

“Extra service’ has been constant- 
ly featured during the past 13 years 
that the store has been serving the 
North Texas-Southern Oklahoma area. 
Founded in 1943 by the present own- 
er, Don H. Wilson, the progressive 
company prides itself in personalized 
attention to every order. 

With more than 8,000 different 
items in the office supply department 
alone, the remodeling is justified by 
the saving in time and temper that 
the new sectionalized self-service de- 
partments offer. 

Enjoyment of a shopping tour is 
aided by the subdued lighting effect 
and continuous playing of soft music 
throughout the store, results of the 
remodeling. 

For those persons weary from shop- 





Several models of the typewriters, adding 
machines and printing calculators hand- 
led by the Wilson Company are pictured 
above. In addition the firm offers more 
than a hundred rental machines. 


ping, or for women waiting for their 
husbands to take them to lunch, Wil- 
son Office Supply has set aside a 
portion of its upstairs space for a 
lounge. 
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Miami Gift Show Doubles 
Exhibitor Participation 

Exhibitor participation in the Miami 
Beach Gift, Stationery, Jewelry, Toys 
and Home Accessories Show has dou- 
bled in the first year, according to 
Helen Brett, show director, at the 
close of the fourth market. 

At the same time, it was reported 
that buyer registration for the first 
day was more than the total of the 
entire show period at the first event. 

Sixty-three exhibit rooms were util- 
ized to show more than 300 lines as 
compared with 35 rooms at the open- 
ing show in 1955. 

Christmas decoration buying was 
listed as reaching a new high, along 
with palm servers, artificial flower 
centerpieces, and ceramics. Other items 
popular with buyers included dec- 
orated glassware and woodenware 
featuring Flamingo and other Florida 
motifs. 

The next Helen Brett show will 
be held January 6 to 9 at the Roney 
Plaza Hotel, with another floor of 
exhibit area added. 


Canadian Office Machine 
Dealers Association Meets 

The 8th National convention of 
Canadian Office Machine Dealers As- 
sociation at Windsor, Ontario, October 
4th, 5th and 6th marks the first time 
that the convention has covered three 
days. 

The well-rounded convention pro- 
gram will include twice as many 
panels and speakers as has previous 
conventions, a visit to the plant of 
Chrysler Corporation of Canada, Lim- 
ited, a trip to historic Greenfield Vil- 
lage and several banquets added to the 
recreational program. 

Speakers included Robert J. Sanders, 
dealer sales manager, Burroughs Cor- 
poration and the Honorable Paul Mar- 
tin, Q.C., M.P., Minister of National 
Health and Welfare, head of the 
Canadian Delegation to the United 
Nations General Assembly. 
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Promotion of two veteran sales executives and realignment of the United States 
and Canada marketing activity was announced by Ray R. EpPERT, executive vice 
president of Burroughs Corporation. 

NoeEL L. Mupp, general sales manager since 1953, was appointed to the newly 
created post of director of marketing, with line responsibility for distribution in the 
business machines division. 

KEN T. BEMENT, assistant general sales manager, has been named general sales 
manager. Prior to the separation of staff and line responsibilities, Willis E. Morgan, 
vice president—marketing, served in the dual role of directing the distribution of 
business machines and coordinating the marketing activities of all line divisions and 
subsidiaries of the company. 


* * + + * 


Promotion of Roy W. KEELEY to vice president and general sales manager of 
Minnesota Mining & Manufacturing Company’s International Division was an- 
nounced. 

Keeley, who has been with 3M for 23 years, has been director of sales for 
the Canadian subsidiary since 1954. In his new post, he will move his head- 
quarters from London, Ont., to St. Paul. 

J i 


ROBERT A. BOWMAN has been appointed assistant sales manager, Converted 
Products, for The Crystal Tissue Company, Middletown, Ohio, according to an 
announcement by Sales Vice President Stanley H. Reed. 

Bowman has been associated with Crystal since 1949 as sales representative, 
and was made coordinator of gift wrap sales last January. 


* ¢ * & # 


Moore Business Forms, Inc. plans to open a plant in Los Angeles in Novem- 
ber or December, to replace the present plant in that city. 
Estimated cost of the structure is $1,100,000. The company will have an 
initial force of 350 employees. 
* * &£ & 


Official approval has verified to the Dennison Manufacturing Company 
by the State of California and fire officials of New York City for the use of the 
word “Flameproof” in describing Dennison Flameproof Streamers and Decorated 
Crepe Paper. 

The State Fire Marshall of California has registered Dennison Flameproof 
Crepe Paper as a flame-retardant material. In New York City, an official endorse- 
ment by the Board of Standards and Appeals approves the material. 

* *« * & & 


Recent profit-sharing checks paid to employees of the W. A. Sheoffer Pen 
Company amounted to 15 percent of their earnings during a three-month period. 
The latest profit-sharing payment brings to $15,764,00 the amount paid out 
since the company originated its program in 1934, according to G. A. BECK, ex- 
ecutive vice president. 
* * *¢ & & 


New officers at the meeting of the American Office Supply Exporters 
Association are headed by ALFRED BERK, Aetna Safe Company, as president. 

Other officers include Orto GAFFRON, Eberhard Faber Pencil Company, vice 
president; Tracy Hicecins, Higgins Ink Company, treasurer; and HAROLD 
SHIVELY, Davidson Publishing Company, executive secretary. 

Directors elected at the meeting were Otto Gaffron, Tracy Higgins, Ernest 
Colvin and Henry Williams. 

* *£ ¢ & & 

Accidental drowning took the life of Ernest C. Lamp, owner of the 
Laird Stationery Company in Oakland, Calif. 

The accident occurred while Laird was on a fishing vacation with his wife at 
Shasta Lake. A native of Canada, he came to Oakland in 1933. He was 55. 
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TYPISTS 


ALL. AGREE... 


“SPHINX BRANDS 
ARE BEST 
FOR ME!” 


They’re simply terrific 


for erasures, too! 


‘Never underestimate the 
power of a woman’ — or the power 
that SPHINX TYPEWRITER PAPERS has in 
this highly profitable market! 
When you stock the nationally famous 


Designed in attractive 


4 color Lithographed packages. SPHINX line, you will be selling (and re-selling) 


the favorite of millions of women all over America! 
Yeo you can really increase your profits by selling to your actual 


buying market by stocking the quality typewriter brand — SPHINX ... 
BOXED OR REAM SEALED 


SAXON paper corporation 


240 WEST 18th STREET « NEW YORK 11, N. Y. 








a re 


New Chapter 
For NOMA 

The 16,000-member National Of- 
five Management Association char- 
tered its 161st chapter in Bakersfield, 
California, recently with 33 charter 
members. 

Elected president was F. R. Rosen- 
lieb of the Intex Company. Other 
officers include: Norman K. Leffing- 


well, San Joaquin Cotton Oil Com- 
pany, vice president; John O. Graham, 
W. B. Camp & Son Inc., secretary; 
and Earl R. Lighthill, California 
Water Service Co., treasurer. 


Merchandising Conference 
Emphasizes “Modern” 

A “modern merchandising’ con- 
ference of office furniture dealers, 
sponsored by the Wood Office Furni- 
ture Institute, was scheduled Septem- 








PIGGY 


* It's 
Ornamental 
* it’s A 
Bank 
* it's A 
World Globe 
° it's A 
Desk Set 
° it’s A 
Pen Holder 
* it’s A 
Conversation 
Piece 


BANK — 


Latest 
Edition ‘to 


Our Popular 
“Pen-O-Rama” 
Line 


Individually boxed. 





Newest Creation in a “PIG’S AGE’ 
by LINDENWARE 


Style 103 — PIGGY BANK — World Globe Bank, brightly lithographed, with lock. 
Holds coins from Ic to 50c. Complete with 1 fine Ball Point Pen with bankers 
approved ink. Uses any standard refill. Sturdy brass finished frame. Size: 7V/4”x4”. 
Individually boxed. Suggested Retail Price: $1.49 up. 

Also available without pen at a lower price 


Style 307 — GLOBE BANK. A novel Globe Bank Desk Set 
with multiple uses. World globe bank, brighty lithographed, STYL 
with lock. Holds coins from le to 50c. 
fine ball point pens with bankers approved ink. Uses only 
standard refill. Sturdy brass finished frame. 


Complete with 2 
Suggested retail price: $1.98 up. price 
Style 307 & 308 also available without pens at a lower price. 


TERMS: 2/10 NET 30 DAYS F.0.B. NEW YORK CITY 
ADVERTISING PLAN AVAILABLE 


LINDENWARE COMPANY 


51 GREENE ST., NEW YORK 13, N. Y. 


BANK 









Also available as 
308—GLOBE 
DESK SET 

(Comes with Globe- 


Size: 8”x41,”. Not Bank.) at same 











CANAL 6-5635-6 
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ber 15 at the Hotel Seneca in Roches. 
ter, N. Y. Some 175 dealers from 
Rochester, Buffalo, Scranton, Utica, 
Watertown and other cities in the 
area, as well as from Toronto and 
Hamilton, Canada, have been invited 
to participate. 

Host for the conference was the 
newly modernized Heinrich-Siebold 
Stationery Company of Rochester. The 
store was chosen to serve “as an out. 
standing example to demonstrate the 
meaning and potential of modern mer. 
chandising to other office furniture 
dealers,’ said Robert A. Spelman, ex. 
ecutive director of the Wood Office 
Furniture Institute. 


Dixon Appoints 
Sales Manager 

Appointment of David C. McMil- 
lin as sales manager of the pencil 





McMillin 
division of the Joseph Dixon Crm- 
cible Company to succeed retiring 
Harry J. Erickson, was announced by 
Frank G. Atkinson, president. 

Erickson rose from office boy to 
sales manager of the pencil division 
during his 47-year career with Dixon. 
His tenure was interrupted only once, 
during World War I, when he en- 
listed in the U.S. Army Corps of 
Engineers. 

Joining the Dixon sales staff in 
1952, McMillin became Western dis- 
trict manager in 1955, and in the same 
year was advanced to the post of 
assistant general sales manager. 


Erickson 


Cushman & Denison 
Enlarges Facilities 

An announcement by the Cushman 
& Denison Manufacturing Company 
reveals that its manufacturing facili- 
ties are now located in Carlstadt, N. 
J., six miles west of New York City. 

The enlarged facilities will provide 
for a larger stock of materials and 
more rapid handling of orders. The 
general offices are located in the Port 
Authority Bus Terminal building at 
625 Eighth Avenue, New York City. 
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Bonus 
,| CHRISTMAS SALES! 
Bonatz 7 | : When your customer asks about pens—sell him 


an Esterbrook! And here's how to get extra 
cash dividends with Esterbrook related selling. 
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AMERICA’S OLDEST PEN MAKER 


CAMDEN 1, NEW JERSEY 


| The Esterbrook Pen Co. of Canada, Ud Fleet Street, East; Toronto i 
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Todd Names Sales Coordinator 
Appointment of Walter A. Bebe- 
nek as the bank automation sales co- 
ordinator for the 
Todd Company, 
Rochester, N. Y., 
a subsidiary of 
the Burroughs 
Corporation, has 
been announced. 
Bebenck, a 
sales 

with 

Bebenek will 
Todd sales activitics in electronic 
check-sorting for banks. He started 
with Burroughs in 1937 in its Buffalo 
office. Since 1945 he has been bank 
sales manager in the Pittsburgh area. 


> © 8 8 © 


executive 
Burroughs, 
direct the 


Victor Appoints 
Branch Assistant 

Promotion of Oliver Lowmaster to 
assistant manager of the Toledo, Ohio, 
branch of the Victor Adding Machine 


Sheaffer Pen Company’s automatic writ- 
ing machine takes a dozen “pens in 
hand” to test ink flow, point smooth- 
ness and durability. Although it is use- 
ful to the pen company’s testing and 
research activities, the mechanical writer 
hasn‘t replaced pen testing by human 
hand. Only actual handwriting can pro- 
vide the hand temperature changes, sud- 
den reversals, different hand pressures 
and inconsistent motion that writing tools 
meet in consumer use. 


Company, has been announced by Carl 
J. Scarpy, branch manager. 

Lowmaster joined the company in 
1954 as a trainee and four 
months later was promoted to senior 
salesman. His new job will include 
the development of new salesmen and 
aiding the present sales force of 25 
representatives. 


sales 


Ia Ou. 


eal Yourself 
CHRISTMAS GIFT 
PROFITS 


New Rex-O-Graph Manager 

David M. Montguire, an employe 
of Rex-O-Graph, Inc., Milwaukee 
since 1953, has been named a vige 
president and general manager of the 
firm, a subsidiary of the General 
Binding Corp., Chicago. 


Shulman Made Autopoint 
Sales Manager 

J. W. Alsdorf, 
president of the 
Cory Corpora- 
tion, announces 
the appointment 
of Sol Shulman 
to the new post 
of general sales 
manager, _ retail 
department, Au- 
topoint Company. 


5, 


Shulman 

The Chicago manufacturer of desk 
and stationery equipment is a divi- 
sion of Cory Corporation. In his new 
post Shulman will work directly with 
Jules W. Lederer, president of the 
Autopoint Company. 
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apes MANUFACTURING COMPANY 
The Most Comp 


te Plastic Game Line 
1738 West Arcade Place * Chicago 12, Illinois 


Established in 1930 
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apa ACCOMPLISHED ARTIST OR BEGINNER... 
aukee, The Ideal Gift is a 


a Vice 


of the 


mi) Color Outil . 


Weber Color Outfits open the door to a world of imagination and 
So canecuitia Here are gifts for a talented laa or friend and 
your boy or girl that may lay a foundation for a brilliant career or a 
lifetime of pleasure in pastime painting. These handsome outfits 
contain Weber Artist Colors—the choice of leading Artist-Painters. 
In a wide assortment of styles and sizes, in all price ranges. 


@ WEBER OIL COLOR OUTFITS 4 
No. 16 MR RAFFAEL-MALFA Finely finished hard 
wood box 12 x 16°. 16 Studio Size tubes Malfa Oil 
Colors (4 x 1°), 7 brushes and all accessories. $29.95 
No. 12 MJ ''MALFA JR.” Hardwood box 9 x 12”. 12 
Studio Size tubes Malfa Oil Colors (4 x 1), 4 brushes 
and accessories. $13.85 
ACADEMY Natural finish white wood box 7% 
x 12%", 17 tubes Fine Artist Quality Oil Colors 4 x “a, 
1-Studio Size tube Permalba, 4 brushes and accessories 
$10.20 
DILETTANTE.” Natural finish white wood box 5% x 10 
1] tubes Fine Artist Quality Oil Colors 4 x “2, 1-Studio 
Size tube Permalba, 4 brushes and accessories. $7.80 
MALFA JUNIOR BEGINNERS.” Strong leatherette finish ‘Plastic Cote 
covered cardboard box 5%x9%¥,', 8 tubes Fine Artist 
Quality Oil Colors 4 x 2’, 1 large tube Permalba, 
3 brushes and accessories $5.40 
PHOTOCOL OUTFIT No. 1 For the Coloring of Photo 
graphs, Lantern Slides, and Transparencies in Oil 
Colors. $3.95 


@ WEBER WATER COLOR SETS 


No. 45AL-12. Aluminum box 4%2x9% , wrinkled black 

finish outside, enameled dull white inside with palette 

flap Fitted with 12 tubes Fine Artist Quality Water 

Colors 2% x “2°, 3 brushes. $8.40 

No. 44M12-AL. Aluminum box 4% x 9%, white 

enameled inside. Fitted with 12 tubes Malfa Water 

mM 

Colors 3 x 2 and 2 krushes. $4.50 NO. 36 PASTEL ASSORTMENT 


No. 43M12 MALFA WATER CTOLOR OUTFIT. This is 
similar to the above set but comes in a strong card 


board box. $3.30 


.o}] Ga e)Ge) mieltaias 


BEGINNERS” Oil COLOR OUTFIT : 
A wide range of other Weber Water Color sets also 


available 


@ WEBER ARTIST PASTEL ASSORTMENTS 


Full size sticks 3 x 7/16 , each stick cellophane wrapped 
In hinged lid, leatherette paper covered cardboard 
box 

No. 12 Assortment—12 Asst. Colors 18) Set 
No. 24 Assortment—24 Asst. Colors z Set 
No. 36 Assortment 36 Asst. Colors y Set 


In hinged lid wooden box 
No. 60 Assortment 60 Asst. Colors $ 7.20 Per Set 
These prices may be slightly higher West of the Rockies 


“ACADEMY” OIL COLOR OUTFIT 
Ask your Weber dealer to show you other Weber 


Color Outfits designed for Crayon Painting— 
mol late xellalilite Mo lale Ml aalehioms Ge) lolalile| 


F. WEBER CoO. 


PHILADELPHIA 23, PA. ST. LOUIS 1, MO. 


Manufacturing Artists’ Colormen Since 1853 











Rhode Island's Governor Dennis J. 
Roberts (left) officiated at the corner- 
stone-laying ceremonies for the new Bos- 
titch factory and headquarters in East 
Greenwich, R. |. Bostitch Board Chairman 
Joseph D. A. Whalen (center) and Presi- 
dent Emmet G. Gardner are shown about 
to seal Bostitch mementos into place 
behind the cornerstone. The new plant 
is expected to be entirely in operation 
by the end of the year. 


Incorporation Papers Filed 

For Seventeen New York Firms 
Announcement has been received 

that the following seventeen New 

York companies have recently re- 

ceived charters of incorporation. In- 

cluded are: 


Champion Stationery Corporation, 
stationers and printers, 17 White 
Street, New York City. 

E. & K. Stationers, Inc., stationery, 
in care of Hyman Rich, 50 East 52nd 
Street, New York City. 

Reiner Press, Inc., printers and sta- 
tioners, in care of William Gittleman, 
305 Broadway, New York City. 

Miro Pen Corporation, pens, in 
care of Conrad and Smith, 280 Mad- 
ison Avenue, New York City. 

Ready Stationers, Inc., stationers, in 
care of Ida Rutten, 1187 New York 
Avenue, Huntington Station, N. Y. 

Reliable Stationers, Inc., stationers, 
in care of Joseph Shapiro, 11 West 
42nd Street, New York City. 

Regen and Bein, Inc., stationery, 
in care of Bondy and Schloss, 285 
Madison Avenue, New York City. 

Superbooks, Inc., stationers and 
book dealers, P. O. Box 24, Genney 
Station, White Plains, N. Y. 

Coliseum Printing and Stationery 
Corporation, stationer and printing, 
in care of Jacob H. Gilbert, 280 
Madison Avenue, New York City. 


e Long wearing 
e Nobinding 4 
e Seamless 
e Snug-fit 


Se 


New design speeds up book re 
height of book to cover size— 
adjusts. Sturdy construction, fits we 
discount: 5% on 64 


81—Size Se 
ee2—Size 974" 
#83—Size 10/2 
#£84—Size 11° 
$£85—Size 11% 


box 
ked 3 doz. of each size to 
Sine indicates height of book ; 
of 28 fast-selling specialties 
Call your jobber, 


Catalogue 
available. 


0. 
GLER’S PRODUCTS C 
- Flushing 58, N. Y- 


over sales. Just match 
every other dimension 
ll, sells fast. Quantity 


oz., 10% on 12 doz. 


or write: 





Broadway Stationers, Inc., station. 
ers, in care of Bernard Austin, 40} 
Broadway, New York City. 

Ballin-Brand, Inc., printing and 
stationery, in care of Jacob Weisberg, 
738 Bedford Avenue, Brooklyn, N. Y, 

Arrow Stationers, Inc., stationery, in 
care of Wallace Prince, 50 Cour 
Street, Brooklyn, N. Y. 

Jegg’s, Inc., stationery, in care of 
Leonard Prose, 52 Broadway, New 
York City. 

Lakeview Stationers, Inc., station. 
ery, in care of Bernard Mirotznik, 602 
Garden Lane, East Meadow, N. Y., 

Eka Corporation, stationery, in care 
of Milton Berger, 217 Broadway, New 
York City. 

Radio Center Stationery Company, 
Inc., filed articles with the office of 
secretary of state, changing its capital 
stock $5,000 to 200 shares no par va- 
lue. 

Montauk Stationers, Inc., filed ar- 
ticles to change its name to Tracy 
Stationers, Inc. Filer of papers: Jo- 
seph Shapiro, 11 W. 42nd Street, 
New York City. 








King of 


for erasing and _ cleaning. 
Broad sides clean paper - 
even the thinnest - and trac- 
ing cloth, fabrics, painted sur- 
faces. Edges and ends “pick 
out” details and line work. 
ORDER TODAY! 


WELDON ROBERTS RUBBER CO. 
365 Sixth Avenue Newark 7, N. J. 
World’s Foremost Eraser Specialists 


(Actual Size 







own) 
Eraser “Cleaners” qi 
—in 
No. 1010 HEXO CLEANER. 
Handy hexagonal shape plus 
resilient pink rubber give 
splendid working qualities 


Correct Mistakes in Any Language 

















IMPORTANT NOTICE FOR 
SUBSCRIBERS AND ADVERTISERS 


Any money sent to MODERN STATIONER 
for subscriptions or classified advertising 
should be in the form of checks, money 
orders, bank drafts, or postal notes. Do not 
send cash through the mails. 
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Guarantee 

“Guaranteed to write 
twice as for as most other 
ball pens ond os well or 
better than any you have 
ever used.” 

Fit 0 Fish 


Owner, Fisher Pen Co. 
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Printers Rule and 
Supply Representative 

William E. Mueller was recently 
appointed Wisconsin sales representa- 
tive by Printers Rule & Supply Com- 
pany, Milwaukee, distributors of gra- 
phic arts equipment and supplies. 


Old Town Names 
Director of Purchases 

John H. Robinson has been ap- 
pointed Director 
of Purchases for 
the Old Town 
Corporation, 
New York, man- 
ufacturer of car- 
bon papers, inked 
ribbons, duplicat- 
ing machines and 
duplicating — sup- 
plies. 

Robinson has been with the Sper- 
ry Rand Corporation for the past ten 
years, in the purchasing section. 





Robinson 





STRATHMORE 
AURORA, ILL, 


40 





Officials of the National Office Machine 
Dealers Association, H. E. Steinke, (cen- 
ter) vice president, and E, Pfitzenmaier, 
(right), director, are greeted upon arrival 
at Burroughs Corporation Home Office 
in Detroit, by Robert J. Sanders, 





of dealer sales. The guests toured the 
Detroit plant and discussed dealer 
matters with members of the sales stoff. 


W. P. Erickson Named 3M 
Sales Promotion Manager 

Promotion of Willard P. Erickson 
to sales promotion manager, retail 
trades tape division, has been an- 
nounced by Minnesota Mining & Man- 
ufacturing Company. 

Prior to his appointment to this 
newly-created position, Erickson had 


ORDER 
NO. 125 

2002. TO 

CASE OF 25 LBS 





KEM PLASTIC PLAYING CARDS, 
595 Madison Avenue, New York 22, New York 


been assistant of the division's mer. 
chandising department since 1954, He 
joined 3M in 1936 in the accounti 
department and in 1940 moved into 
the sales field. In 1952 he was named 
merchandising supervisor for the divi. 
sion. 


Western Appoints Representative 

Western Manufacturing Company, 
Aurora, Ill., has appointed D. W, 
Alexander as 


sales representa- 
tive for Wesco 
Steel desks and 


files in Arizona, 
California, Neva- 
da, Oregon and 
W’ashington. 
Alexander will 
work out of Palo 
Alto, Calif. He 


also represents 





Alexander 


several other al- 


lied lines in his area and has been 
in the office equipment trade through- 
out the western states for the past 
ten years. 


i 


DISPLAY NOW 
TO 
SELL NOW 


This is IT!! 


The big Fall and Christmas 
buying seasons are the peak 
Kem Card seasons. Checked 
your stock records lately? 
We can still make prompt 
shipment. 


Double deck $7.50 Retail 
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| NOESTING PIN TICKET CO. INC. 
“Villions Daily” 


BRANCH FACTORY 
1815 WEST 74th STREET 
CHICAGO 36, ILL. 








| MAIN OFFICE AND FACTORY 
| 728 E. 136th STREET 








NEW YORK. 54, N. Y 














No. 4 GOREN COUNTER DISPLAY CARD UNIT 
Cost $18.00 


oo seesenss,, vi GOREN 


Sete eave 








This is a novel Counter Display Card and a stock storage unit 
all in one. It contains 2 dozen each of 3 of the best selling 
Goren numbers with one of each displayed on the outside 
of the attractive 2 color display card with the back easel 
forming a handy storage compartment for the stock. No 
charge for display card. Card only 10¥%2” x 13”. 


2 doz. No. 41 Goren Bidding Wheels ..............-..-.-.--..--- $ .50 
2 doz. No. 49 Goren Fingertip Rulebook .......................- .50 
ee nen Pr 


This is ideal for impulse sales. Put it near the cash register 
and ring up the sales. 


Write for our New Fall and Winter Catalog 


H E I nN E S - Bruelheide Publishing C>. Inc. 


123 North Third Street Minneapolis 1, Minnesota 





We're still 
giving you 
A 
BAKER’S DOZEN 


A classic example of ‘something extra’, 
a ‘bygone ‘'plus" in business was the 
famous baker's dozen. 

Today, stationery buyers are always sure 
of a “plus” value with E. Errett Smith, 
Inc. That important ‘something extra 
consists of equal portions of speedy de- 
livery, efficiency and good taste, mixed 
with a generous helping of fine crafts- 
manship. 

There are other plums in the Smith pie, 
little extras that go a long way towards 
pleasing customers, such as high-quality 
thermography, beautiful gift boxing, 
and smart design of our varied line. 
Feature the Smith Line - - 
fits through re-orders from more-than- 


increase pro- 


satisfied customers. 


Personalized Social Stationery * 


Wedding Invitations 

and Announcements’ 
Personalized Christmas Cards° 
Boxed Christmas Cards 
Personalized Napkins* 


& 
* 
% 
@ Modern Living Napkins 
® Thermo Glo Notes 

S 


BridgEasy 


* COUNTER BOOK AVAILABLE 


( 


4% mett Smith nil 


EMPIRE 
NEW YORK 
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Burroughs Promotes Travis 
Dr. Irven Travis, vice president of 
research for Burroughs Corporation 





Bower 


Travis 
since 1952, has been named vice presi- 
dent of research and engineering, it 
was announced recently. 

Dr. Travis joined Burroughs in 
1949 as director of the corporation’s 
research activities at Paoli, Pa. He was 
made director of the company in 1950 
and in 1952 became vice president of 
research. 

Simultaneously, it was announced 
that Raymond G. Bower, vice presi- 
dent of engineering, retired, effective 


September 1. Bower has been associ- 
ated with Burroughs for 37 years and 
as vice president of engineering since 
1946. 

“We are sorry to see Ray Bower 
leave his post as vice president of en- 
gineering,’ John S. Coleman, presi- 
dent of Burroughs, said. “During the 
past few years, Burroughs has gone 
through a period of dynamic growth. 
To this progress, he has made a not- 
able contribution. 


New Underwood 
Vice President 
Frank E. Beane has been appointed 
vice president and controller of Under- 
wood Corporation, Washington, D.C. 
Beane comes to the business mach- 
ine firm from Bache & Company, in- 
vestment brokers, where he has been 
a consultant. 


Turley Continues 
Volume Increase 

The W. E. Turley Company, de- 
signer of custom office interiors, has 
doubled its annual gross every year 
since it was formed in 1952. 





Thermographers 
By 


HELIOGRAVED COMMERCIAL LINE and 





Please send me the FREE catalog(s) checked here: 
Commercial Line 





Nome. 


THE FLOWER WEDDING LINE 


Improve your profits 
and service with these 


® A big 50% discount 


® Orders shipped postpaid 
in 1 to 2 days 


® Heliograving—the 
raised lettering 


Send for your FREE catalogs today 


REGENCY THERMOGRAPHERS, 28 West 23rd Street, New York 10, N. Y. M.S. 


—___Fiower Wedding Line 


William E. Turley, president, said 
annual volume now exceeds the mil. 
lion-dollar mark. Anticipating further 
expansion, Turley has incorporated 
the firm and appointed Joseph A. 
Horvath executive vice president and 
general manager. 

Early in November, the new Corpo. 
ration will announce the formal open. 
ing of display rooms. 


Eastern Territory Changes 
For Arthur Wilson Company 

Arthur E. Wilson and Company of 
Chicago has permanently closed its 
former New York showroom office at 
200 Fifth Avenue. 

Temporary quarters are at 5942 Jef. 
ferson Street, Philadelphia, Pa. Robert 
Ball is in charge and will cover Penn. 
sylvania, New Jersey and parts of 
New York State. 

The New England states will be the 
territory of Welly Toppan, Weston, 
Mass., while Jack Toffel, 7 Stuyvesant 
Oval, New York City, is covering 
Manhattan, Brooklyn, Bronx, Staten 
Island and Long Island. 








La Selle tor ouarity 


Traditional — Contemporary — Modern 
Office Accessories 





Regency Features: heh 
Nos. 7A-11A Walnut 


finest 


Title. 





Address. 





City 


State. 





Compeny Nome__ 





Nos. 272 to 277 214" deep — 
5-5/8" diameter at top enneen 








Nos. 8A — 12A Walnut 





LaSalle Products Company 


2216 North Clybourn, Chicago 14, Illinois 


Ash Trays—Floor Smokers. 
Screen tops, closed snuffer 
types, glass liners. Walnut, 
Brass, nuine Bronze, An- 
odized Aluminum, Chrome 
Plated and baked finishes. 


Nos. 272—277 from $3.00 
list for Colored Receptacles 
with Chrome Screen to 
$8.50 for Jewelers Bronze. 
Companion Smokers from 
$9.00 to $20.00 list. 


Two styles—two sizes Wal- 
nut Trays. 6” C 
Amber Glass Liners $4.00, 
8” $5.50 list. Walnut Floor 
Smokers from $18.00 to 


$24.00 list. Three smokers 
with Tapered Posts and 
Brass _ Ferrules—two_ with 


Satin Brass Handles—heavi- 
ly weighted bases. 


Write for complete catalog 
covering Ash Trays, Smokers 
and Costumers. 


Tell us metal furniture line 
handied so we may recom- 
mend suitable finishes. 
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Winner 
j in the 4th 
National 
Lithographic 
Awards 


RES, INC. 3280 Broadway, New York 27. AU 3-6100 competition 


Fifth Avenue, Rm. 621, New York. A 4 












A HOST OF NEW STRIKING EVERYDAY CARDS 
(Saleable every week of the year) 

















Bisgest Name in Stamps—Best Bet for Sales! 


SCOTT'S 1957 STAMP 


CATALOGUES 


Standard Standard 
Catalogue Catalogue 
Vol. | Vol. Il 
(U. S., British 
Commonwealth (Europe, 
& American Asia & 
Nations) Africa) 
OUT 
THIS MONTH wT Out 


$5.00 $6.00 





Standard Catalogue, Combined Edition 


Vols. | & Il (bound together) ..........................---- $9.50 
Out in November 
Specialized U. S. Cotalogue .............-.-.........-----0-00+ $3.50 


Out in November 







Order today from your jobber! 























“Leading publishers of Stamp Albums & Catalogues since 1868” 


461 Eighth Avenue New York 1, N. Y. 




























PLUS BUSINESS 


pays for fixtures... 


“Our investment in Bulman fixtures will be repaid in 
plus business in less than two years, and possibly one 
year,” says Mr. J. D. Croom, Jr., co-partner, Scott 
Book & Stationery Company, Inc., Asheboro, North 
Carolina. The national average of sales increase in 
Bulman equipped and merchandised stores is 30% 
Why gamble with equipment that offers you less! 


BULMAN’S PLAN 
of success 
for you includes... 


[a SOCSe-TTir ae At no extra cost 


]. Profit-engineered merchan- 
dising plan. 


2. Sales-engineered store plan- 
ning. 


a. Training of personnel to 
handle self-selection. 


4. Stronger, more flexible steel 
equipment. 


5. Complete merchandising 
display accessories. 


6. Low-cost maintenance with 
eee ee smooth, bonderized, baked 


complimentary remarks and we enamel finish. 
know that self-service display fix- 
tures likes these are a real blessing. 
In two months we accidentally 
sold 4 checkwriters and for the 
full year 1955 we only sold 2 on 
purpose.” 


“We have received 


“ 


- Write, wire or call Depart- 
ment MS-116. 












ACTIVITIES 





Executive Committee Appointed 
(NOMDA) 

Among the first duties of each new 
NOMDA president is appointment 
of five members to serve with the 
officers on the executive ccmmittee. 

Selected by president D. L. Keeney, 
Jr., and approved by the Board of 
Directors were: Alfred Foxcraft, Los 
Angeles; Miller Huggins, Anderson, 
Ind.; Paul McWilliams, Little Rock, 
Ark.; Robert Randazzo, Kansas City, 
and immediate past president David 
Silvers, New York City. 


New Bulletin Published 
(District 9, NSOEA) 

Just out is the first issue of the 
new Ninth Regional district News- 
letter. Containing information con- 
cerning industry and regional news, 
the publication explains that its print- 


ing schedule is ‘every now and then.’ 
All comments and news should be 
addressed to 9th Governor Marvin 
Hartung, Paul Anderson Company, 
San Antonio, Texas. 
Officers elected along with Har- 
tung, to serve for the 1956-1957 year, 


are: Lt. Gov.—Arkansas, E. L. Lewis, 
Little Rock; Lt. Gov.—Louisiana, Ca- 
lude Latil, Baton Rouge; Lt. Gov.- 


Mississippi, W. G. Kimbrell, Green- 
ville; Lt. Gov.—Texas, Earl Story, 
Tyler; Secretary, C. W. Chancellor, 


Midland, Texas, and treasurer, Willis 
Lowe, Fort Worth, Texas. 


NOMDA Trophy Replacement 
With the Southern California in 
permanent possession of the Liston 
Jackson trophy for the annual mem- 
bership drive, Mr. Jackson has obtained 
another trophy to be used in the an- 
nual contest for members in the Na- 
tional Office Machine Dealers Assn. 
The previous prize was retired this 
year when the California group won 
it for the third straight time. At the 
Houston convention, Jackson expressed 





Hinged lid . . 
stands on ped- 
estal knobs 

e 
Internal dimen- 
sions 91g" x 6g" 
x 244" 
CONTENTS 
25 sheets, 71/4 x 
11” folded 25 
matching double- 
lined envelopes 

€ 
Packed in indivi- 
dual mailer .. . 
6 sets to a master 
carton 


$3.75 


RETAIL PRICE 





Inquiries from 


JOBBERS 


ere invited 





338 Pearl Street 
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enameled background. . 
white laid, rag content socia! paper and double- 
lined envelopes frcm Holland. So genteel — so 
arrestingly different — a NEW kind of gift that 
will spell sales and profits! 


An — in metal RE-USE box, exquisi- 
tely embossed in vivid colors on a rich black 


. packed with elegant 


ORDER A TRIAL SHIPMENT... NOW 


Immediate Delivery 


Daher Company, Tune. 


New York 38, N. Y. 





his pleasure at the spirited compe. 
tition for the trophy, adding, “this js 
one contest from which everyone 
benefits. The new member receives 
the advantages of his local and Na 
tional organizations and the men who 
bring them in have done a fellow 
dealer a good turn.” 

The first recipient of the new tro. 
phy will be known on May 15, 1957, 
Awarding of the trophy will take 


place at the convention in Pittsburgh, 


Name Change for 
Canadian Guild 

Legal procedure has been completed 
and the official name is now The Sta- 
tionery and Office Equipment Guild 
of Canada, Inc. 

Other details being ironed out in- 
clude a new association seal, new let- 
terheads and a Guild Crest. The or- 
ganization will continue to operate 
from the same office—Room 1029, 
159 Bay Street, Toronto, Ontario. 


Joseph Dixon Company 
Representative 

The Pencil 
Sales Division of 
the Joseph Dixon 
Crucible Com- 
pany, Jersey City, 
N. Y., manufac- 
turers of wood- 
cased pencils, 
erasers and pencil 
products, has an- 
nounced the ap- 





White 
pointment of Garland B. White 4s 
sales representative. 

White, who is working out of At- 
lanta, will cover Florida, Georgia, Ala- 
bama and Eastern Mississippi. 





Death 

James D. Pry- 
or, divisional 
manager for Wil- 
son Jones, died 
suddenly at his 
home in Dallas 
on September 3. 

Mr. Pryor, who 
spent almost 40 
years in the sta- 
tionery and office 
supply business, had been with Wilson 
Jones since 1929. Since 1934 he had 
been divisional manager for the West 
Coast and the Southwest. He was 57 
years old. 





Pryor 
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Business 


depends more and 


more on machines—and many of 
them use marginal pre-punched sheets 
Acco Fasteners do 
not fit the small pre-punched holes in such 
So—Acco 
with thin, 1/8” 


or forms. Standard 


forms. designed special fasteners 
wide prongs, incorporated them 
in Accopress Binders of pressboard (5 colors) 
or heavy binder board covered in slate blue can- 
vas or plack pebble grain cloth. We call it the 
“9000” line and 
list sizes for all 
stock marginal 
punched sheets. 
take it 


You from 


there! 


ACCO PRODUCTS, INC. 
OGDENSBURG, N.Y. 
In Canada: Acco Canadian Co., Ltd., Toronto 


», QUICK, EXTRA PROFITSZ 


prom 


GOLD STAMPING 2 


Stationery, Greeting 
Cards, Book Matches; 
~ Paper Napkins, Playing S 
. Cards, etc. 


THE NEW. 
Speedy 


SUPER REGAL 
AUTOMATIC FOIL FEED 


GOLD STAMPING MACHINE 


WRITE FOR DESCRIPTIVE LITERATURE 


Speedy and easy to 
operate, Clear, clean, 
concise gold-stamping. 
Economical! No foil 
waste whatever. Rec- 
ommended by leading 
manufacturers 0 
greeting cards. 


FRANKLIN MFG. CORP. 


NORWOOD, MASS. 





MOISTENERS 


THAT MEAN 
EASY PROFITS FOR YOU! 





Don't miss easy, profitable moistener sales. Be sure to 
carry the complete Sengbusch line — the most feature- 
packed moisteners available. Look at the five best-sellers 
illustrated. See how their exclusive features make them 
easy to sell with more profit for you. 


Like all Sengbusch office aids, these moisteners are 
compactly packed and colorfully labeled for instant 
shelf identification. Best of all, Sengbusch gives you 
free dealer-imprinted Circulars and Blotters; also at- 
tractive, colorful Counter =, 
and Window Cards to help 
you to greater sales! Write fs. 
today for the full, profit- 
able story. 


IDEAL SENIOR 
Exclusive chrome-plated 
brass fittings provide 
perfect roller rotation. 
Clean, white porcelain 
lasts a lifetime. 


IDEAL JUNIOR 

Economy model with 
precision-fitted brass axle to 
prevent roller wobble. A 
deluxe feature for a low- 
priced, all-porcelain moistener. 


IDEAL MAJOR 
Big, heavy duty 
6” model for 
shipping rooms 
and office use. 
Precision-fitted 
axle assures 
perfect balance 
and wobble-free 
operation of the roller. 


NO-OVER-FLO SPONGE CUP 
Only sponge cup on the market 
that guarantees no water over- 
flow! Unique separate chamber 
holds surplus water. No more 
mess or bother. 


SANITOUCH MOISTENER 

Handy built-in ball-valve closes off 
water supply after each touch — 

keeps water clean. Heavily weighted & 
to resist tipping. SANITOUCH A 
is the most popular moistener 
with bank tellers and cashiers! 






























816 Sengbusch Building 
MILWAUKEE 3, WISCONSIN 


“OFFICE ESSENTIALS OF DISTINCTION’’ 














American Lead Pencil 
Company Changes Name 


Richard Lewisohn, Jr., president of 
the American Lead Pencil Company 
announced recently that after 91 years, 
the company was changing its name 
to Venus Pen & Pencil Corporation. 

According to Lewisohn, the change 
was made to strengthen the company’s 
identification with its world famous 
Venus trade mark. ‘““The new name is 
also more descriptive of the broader 
scope of our expanding operations,” 
he added. 

The development of the Venus 
trade mark was the result of a visit in 
1905 to the Louvre in Paris, where 


Scott Company Names 
Department Manager 

John B. Wagoner, Jr., has been 
named manager, school sales depart- 
ment, Charles G. Scott & Co., Wash- 
ington, D. C. 

L. J. Milliken, vice president and 
general manager, said Wagoner has 
been a factory representative in this 
field for the past seven years. 


IBM Cincinnati Head Retires 

Wayne P. Westfall, manager of the 
International Business Machines Cor- 
poration’s Cincinnati office for the 
past 17 years, retired recently. 

He joined IBM in 1917 and filled 
previous assignments in Milwaukee 
and Indianapolis. For many years he 
has participated in civic and charitable 
activities in Cincinnati. 


Louis Reckford, then president, saw 
the Venus de Milo statue. He felt it 
would be an ideal symbol of crafts- 
manship for the new drawing pencils 
the company was then introducing in 
the United States. 

Founded in 1865 in New York, the 
corporation today claims the title as 
the largest manufacturer of writing 
instruments in the world. Three Ven- 
us factories in the U. S. make wood 
cased pencils, ballpoint and fountain 
pens, mechanical pencils and refills, 
erasers and related products. 

Since World War II a completely 
integrated manufacturing and _sales or- 
ganization has been developed, cli- 
maxed in 1954 with the completion of 
a new plant in Lewisburg, Tenn. 

In its 91-year career, the Venus 








. ' 
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This view shows the first factory of the 
American Pencil Company in New York, 


Pen & Pencil Corporation has many 
“firsts” to its credit. Prominent was 
the introduction of the first American 
made drawing pencil in 1905. Several 
years later a colloidal process for 
manufacturing leads was invented and 
patented, resulting in finer and more 
uniform lead. In the early 20’s the 
first thin lead color pencils were in- 
troduced. 

The present management of the 
corporation includes two fourth gen- 
eration members of the founding 
families: Lewisohn and George Grum- 
bach, vice president. 


This completely modern plant is the new factory of the Venus Pen & Pencil Corporo- 


tion, located in Lewisburg, Tenn. 
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Indispensable reference 
and purchasing guide: 
Artists Supplies 

Wy Drafting Materials 

7/* Papers, Boards, Pads 

y * Drawing Instruments 

* Airbrushes & Compressors | | 
* Craft Materials & Plastics 
* Picture Frames 


* and hundreds of other | 
essential art materials 


Write immediately on your 

company letterhead —you'll 2a" 
receive this valuable catalog a 
by return mailat no charge. ES 


Big new catalog 
5 of business forms 
*, tor every purpose. 
SWrite for your | 
4 copy today. } 


hee or ee ree 








W-2 TAX FORMS 


CONSOLIDATED BUSINESS SYSTEMS, INC. 


30 Vesey St., New York 7, N.Y. 








te 


WITH STATE FORM CCMBINATIONS 


===. SHE FASTEST SELLING 
W-2 TAX FORM 


=~) They're the easiest to write, 
address, separate, mail and file. One 
typing takes care of all filing requirements. 
Every company must use W-2 Forms — 

cash in now with low cost -REDIFIXT forms — 
with your customer’s imprint. 





BArclay 7-3687 
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A COLLECTOR'S DELIGHT! 


Whether it be recipes, newspaper clippings, favorite 
greeting cards or just memories — DURAND has an 
every-age assortment of scrapbooks — in colors to 
please the whimsical or the conservative customer. 
FLEUR-DE-LIS pattern (above) $3.00 retail. Less 
50% discount. 


Send for complete brochure showing all 
our scrapbook patterns. 


DURAND MANUFACTURING (CO. 


Chicago 9, Illinois 














Make yours FORCE for faster sales. 
They're the finest your customers 


can buy. 
DEC 23 1963 


Handy, all-purpose dater. Date 
advances automatically when name- 
plate is pressed down. 


Small impression specialist. Big 
seller to banks, accounting depart- 
ments, ete. 


Write for New Selector Catalog. 


WM. A FORCE 


216 NICHOLS AVENUE, BROOKLYN 8,N.Y 
SALES OFFICES: NEW YORK, CHICAGO, SAN FRANCISCO and CANADA 





Model 450 











Model 400 









































writes, sketches, marks 
ON ANY SURFACE! 


SMUDGEPROOF! 
NO LOOSE INK! 


® 







Magic Markers are 
used by an estimated 
1,000,000 people in 
every walk of life 
because — it’s the only 
marking device of its 
kind. Does so many 
jobs like nothing else 
will. It’s easy to use — 
foolproof — no mess — 
no fuss— just lift its cap. 





Great PROFITS 

from this small space! 
The perfect 

EXTRA-SALE item 


Suggested retail: 


69°... 


Slightly Higher REFILLS 25¢ - 
West Coast . 
Fully Pat’d. U.S.A. Foreign Pat. Issued 


SPEEDRY PRODUCTS, INC. 
RICHMOND HILL 18, NEW YORK 


Pertt tant 
ss 


7 
- 





NEWS 


New Addressograph Agent 

Named Addressograph-Multigraph 
Corporation sales agent in the Spring- 
field, Illinois, area, was Jack R. Lan- 
ich. 

A recognized expert in field of pro- 
duction machines for business records, 
Lanich has been with the firm for 18 
years. His outstanding record in dis- 
tribution service has earned him two 
memberships in the firm's The Hun- 


dred Club. 


is & et. 6 8 So Oe 88. © 


John J. Leckie, veteran advertising and 
sales promotion manager of the Joseph 
Dixon Crucible Company, who recently 
“hung up his pencil” after 53 years with 
the company, offers some last-minute 
advice to Ernest M. Raasch (left), who 
has been named manager of advertising 
and sales promotion for pencils, and 
Charles R. Tighe (right), who has be- 
come industrial advertising manager. 


A. C. Spangler Named 
NOMA Staff Director 

A. C. Spangler, Philadelphia, assis- 
tant vice-president of the National Of- 
fice Management Association, has 
been named staff director of all the 
association’s field and chapter services 
activities. These include the Interna- 
tional Conferences and National Of- 


This artist’s conception of the new House of Paper, Inc., West Coast plant shows the 
building the concern moved into on October 1. The 30,000 square foot plant com 
bines all operations of the Los Angeles firm at a single location. Previously the 
administration and warehouse were in Los Angeles with the printing plant in Culver 
City. In the view, the walled area at left is the sun deck patio adjoining executive 


offices. 


fice Machinery and Equipment Ex- 
position, chapter program assistance, 
membership, new chapter develop- 
ment, honor awards, public relations 
and publicity. 


Associated Stationers 
Appoints Representative 

Associated Stationers Supply Com- 
pany, Chicago, announces the appoint- 
ment of Sheldon 
Pringle of Web- 
ster City, Iowa, 
as sales represen- 
tative in its Iowa 
and Nebraska 
territory, to re- 
place Sheldon 
Kaufman, recent- 
ly resigned. 

Pringle’s wide Pringle 
experience in the office supply field 
is derived previously conducting his 
own office supply store in Webster 
City and prior work in a stationery 
store. He will maintain headquarters 
at his home. 





Three M Promotes Four 

Recent promotions announced 
the Minnesota Mining & Manufactur 
ing Company, include personnel ip 
the tape division and the duplicating 
products division. 

Advancement of William P. Hemp 
to assistant sales manager of tape 
products, and Victor E. Eyman to 
New York branch sales supervisor in 
the industrial trades tape division has 
been announced by the company. 

Also announced was the promotion 
of Robert W. Keith and Arthur D, 
Putnam to sales supervisors in the 
duplicating products division. 


Hy-Quality Appoints Two 

C. L. Bartow, president, Hye-Qual- 
ity Card Company, Kansas City, Mo, 
has announced the appointment of two 
officers. 

Clarence O. Perkins was appointed 
vice president and Leota McClellan 
was named treasurer of the company. 
Hye-Quality does a mail order busi- 
ness in greeting cards and gift items. 





wow! ten. 


BEST-TEST is nationally advertised 
and nationally used for every past- 
ing and mounting purpose — it 
makes pasting a pleasure! 
BEST-TEST is clean — speedily ap- . . . business approves the si “feed it—. 
plied — will not curl, shrink or hold it—turn it” sharpening technique, 
wrinkle paper. Stocked by leading - =o fn ea 

distributors everywhere. ‘ modern pe Apel pre ration Ee rubber 


UNION * balanced-tension automatic feed and stop _ 
RUBBER & Hitch on to a selling star—the Boston 


ASBESTOS COW Cy spr Champion Portable! _ 
TRENTON, PAPER CEMENT All Boston sharpeners guaranteed one year. 


C, HOWARD PEN COMPANY. 
A Real ganonit HUNT- 


Millions of modern desks—and each one a 
because— 


prime prospect... 
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"LIKE MONEY IN YOUR PARK! A 


The CROWN LINE OF MARKING DEVICES as 
IS THE PROFIT MAKING LINE, because of savings 
in Extra QUALITY, Extra DURABILITY 

Extra ECONOMY and PERFORMANCE 


The CROWN IMED o.0. 


stands up under constant use, is your 


MONEY MAKING and MONEY SAVING LINE 


No 

other 
marking 
devices 
compare 
with 
highest 
standards 
set by 
CROWN! 


Why not 
make it 
your line? 


. 
Write 
today 
for full 
details! 


R. A. STEWART 
& COMPANY, INC. 


80 Duane Street 
New York 7, N. Y. 











NEWS .... 


Mosler Names Industrial 
Relations Director 

It was announced by the Mosler 
Safe Company, Hamilton, Ohio, that 
Daniel J. Hobbs 
has been appoint- 
ed director of in- 
dustrial relations. 

Hobbs comes 
to the Mosler 
Safe Company 
from Harris-Sey- 
bold Company, 
where he _ served 

Hobbs in a similar ca- 

pacity. A graduate of the University 
of Dayton, he spent many years in 
industrial relations in this area. 


eee ee @ @ 





Angler's Company Expands 
New is the key word at the Angler 
Company—new products (with a new 
catalog), new plant, new machinery, 
new engineer-manager and new name. 
The company’s “Best in the Line” 
signature has been adopted to replace 





M, G. (Deac) Emerson, who has sold $5 
million worth of Sheaffer pens during a 
30-year career, holds the desk set pre- 
sented to him by Colleagues at a lunch- 
eon in San Francisco. Ready to help cut 
the anniversary cake are (I to r) Harry 
Waldron, Sheaffer Director and retired 
sales vice president; Emerson; F. E. Troy, 
general sales manager, and Glen David- 
son, western division sales manager. 


Angler's Products Company. Direc- 
tion still stems from the owners, Mr. 
and Mrs. S. W. Brunner who have 
recently shepherded their company 
through a move into a modern plant. 

Said to be one of the few examples 
of complete automation in the plastic 
fabrication industry, the machines are 
the original designs of Brunner and 





Paper Art’s Ho A 


The most complete, matched Christmas 
line anywhere: Cocktail, Luncheon and 
Dinner Napkins; Tablecovers; Plates; 
Cups; Tray Plates; Bridge Table Sets; 
Snackbowls! Order beautiful Holiday 
Holly in its entirety, and you'll be in 
business for Christmas. 


complete from 
cup to cover 


‘\ 
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SAD Rute, 


Gerson Strasberg, formerly chief de. 
velopment engineer of Induction 
Heating Corporation, who has joined 
Angler's as general manager. 

The company’s production space 
has doubled in order to meet the ip- 
creased production schedule for their 
plastic brief cases, book covers, Zip- 
Alls, Pocket Savers and several new 
products soon to be introduced. 


Oldest D. C. Bookstore Moves 

Washington's oldest book store, in 
business since “Uncle Tom’s Cabin” 
was a best seller, recently moved toa 
new location. 

William Ballantyne & Sons, book. 
sellers and stationers for 104 years, 
moved to 605 15th St. NW, across the 
street from the U. S. Treasury. Ballan- 
tyne’s opened on 7th St. in 1852 and 
alongside Uncle Tom and other books, 
sold hair invigorator. 

Current Ballantyne best seller is 
“The Search for Bridey Murphy” and 
the store sells stationery, greeting 
cards, engravings and added a costume 
jewelry and gift department. 
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Paper Art Company, Inc. * 24 yrs. in America’s finest stores 
3500 North Arlington Avenue, Indianapolis 18, Indi 


@ Please send us your 1956 Catalog supplement to 





Store Name 





Address 


City 





State 











Los Angeles, 








The sharp purchasing agent knows that APSCO pencil sharp- 
eners deliver more points per pencil over an extended service 
life, effecting savings he can see. 


Another reason for you to stock, display and sell — APSCO — 


gi hg Prt £23 





products inc. 


Calif. Rockford, Ill. Toronto, Can. 
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announcement by Clarence Severin, 





duction | NW Representative Hall president. 
» jOined j A sales _back- Severin will remain as president 
ground with lead- until about September 17, at which 
| § ing Portland deal- _ time he will become consultant to the 
the in. ers fits “Dan” new owners. 
or their H. Andres parti- Lloyd Douglas, president of Vul- 
‘Ss, Zip. cularly well to can Iron Works, who headed nego- 
al new represent Oxford _ tiations for the purchase by Universal 
od. in Pacific North- | American said, “basically it is Univer- 
west. He will sal’s intention to continue Hall opera- 
ves travel Washing- tions on their present basis, and to 
tore, in ton and Oregon. expand, where possible. 
Cabin” Dan’s selling experience includes Working right up 4 - _— a = 
ed toa | six years with D.C. Wax Office and A. B. Dick Names one of the few living technical essistonts 
Equipment House, seven years with the Hartford Manager to Thomas A. Edison. Huenlich remem- 
_ book. | Office Supply Company and eleven Richard Gantz has been appointed bers rar as “a conan pond be - 
yeats, } years with the Kubli-Howell Com- general manager of the A. B. — eakekin, ke, vou = mene’ cir- 
‘oss the pany. be a Company o cuit revision in the Edison Voicewriter, 
Ballan- ; ' Hartford, Inc., which he helped develop during his 44 
52 and Universal American Hartford, Conn., years with the firm. 
books Buys Hall Company according to a re- 

Control of the 70-year-old Hall cent announce- manager and then a partner in its 
ller is Lithographing Company, Topeka, ment. Charleston, W. Va., distributorship. 
y” and Kansas, and its subsidiaries, Hall Sta- Gantz has had The new Hartford subsidiary is 
reeting tioner Company and Ray’s Printing long experience successor to the O. P. Quilling Com- 
ostume Service, has been sold to the Univer- with the parent pany, and is located at 110 Ann Street. 





sal American Corporation, Wilming- 
ton, Delaware, according to a recent 








To display the most tags 
in the smallest area... 


Dennison Vue-Pakt 
Tag Display 


This compact Rotary Display Stand is just fifteen 
inches in diameter and twenty-one inches high. It’s 
ready to go to work selling Dennison Vue-Pakt 
Tags for you. The 38 package assortment includes 
shipping tags, marking tags, ‘‘Hello”’ identification 
tags, metal rim tags, ‘‘Sale Price” tags and ‘‘Sold”’ 
tags. They’re Vue-Pakt in polyethylene bags — 
pre-counted and pre-priced for self-selection 





firm, having been 
Gantz a district sales 


O. P. Quilling is now general sales 
planning manager for the parent firm. 




















MARKING Tao 










shopping! 

p- 

ce Retail value of assortment is $23.45. 
° The stand is yours without charge 

2 RNVAOW when you order the new VUE-PAKT Tag 

Assortment (Number VP32Q). Better send 
FRAMINGHAM, MASSACHUSETTS that order today! 
Can. 
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WILSON MEMINDEX | NEW PRODUCTS . . . ‘continued from pose 16) 


Reminder Items 







Executive Phone Set 





A compact phone set, new jp 
design and function, is expect. 
ed by its manufacturer. J. B. 
Carroll, Co., Chicago, to be 
the ideal executive gift of the 
year. Known as Carroll's By. 
ecutive ‘Tel-Pad-Dex’’, it gives 
the executive the necessary ey. 
eryday desk needs in one unit 
centered around the telephone, 

Included in the ‘Tel-Pad. 
Dex” are a timer for clocking 
toll calls, a large memo pad 
a filler-type address index, a clip and pin cup, pencil and 
pen holder and, in the center, space for a telephone. 


proved and improved 
since 1902 


Now well into its fifth decade, this famous line is constantly 
improved in convenience, appearance, value. Thousands of 
active people re-purchase year after year. For your share of 
this profitable repeat business, place your order now! 











Tray-L-Bingo 

Trav-L-Bingo, a new game to 
be played while traveling, has 
been developed by C. Scott 
Blakeslee & Associates, Grand 
Rapids, Mich. 

The game comes in a handy 
folder pack which fits into the 
glove compartment. Each pack 
includes 7 double cards, plus a 
score board. It retails at 39 cents, 






plasti 
tures a modern : 
yon i the higher-priced 
ili Order today! 
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Metal Shelf Sets in Color 


Metal shelf sets in the popular decorator colors, gray and 
white, as well as the conventional green, have been announced 
by the Newburgh Metal Manufacturing Co., Newburgh, N. Y. 

The Newburgh unit, called “Construct-a-Shelf’, consists 
of five adjustable shelves that can be constructed into either 
a single bookcase or into two separate units—one with three 
and the other with two shelves. 

The shelves are adjustable to depth, and the whole unit 
is easily handled by one person. ‘Construct-a-Shelf”’ is made 
of heavy gauge steel and weighs 30 pounds. As a single 
unit the size is 36 by 72 by 12 inches. It is guaranteed 
rust resistant. 









make t 
Recently re-stylee. 
fillable. 

































DAYDEX MODEL gegen 
designed, features @ — “a 
eek. Current week alway’ ~ 
‘i ht; movable plastic arrow 
‘dicot date. Inexpensive, a 
fillable—the perfect gift. $2. 










Last Supper Paint Set 

Picture Craft Company, 
2220 E. Logan Street, De- 
catur, Ill., is offering a new 
paint-by-number set—the Last 
Supper. 

Included with the 18 x 
24-inch picture are 38 shades 
of color. The price is $6.95. 
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Viso-Deskplate 


A shelf-plate to fit almost any 
desk has been manufactured by 
the D. C. Hey Company, 422 
S. Seventh Street, Minneapolis. 

The Viso-Deskplate is said to 
end the need for taped reference 
material on any desk shelf. It 
is attached by removing the pro- 
tective tape from the hinge and 
applying. It is said to adhere 
to either metal or wood. The 
standard size is 124% x 15- 
inches. 











All are advertised in leading magazines and newspapers 
from coast to coast. Free sales aids available. Complete 
information, including all prices and discounts, on request. 


Write Dept. QQ-6 
All Trade Names Reg. 





























WILSON MEMINDEX CoO. 
Established in 1902 


149 CARTER STREET * ROCHESTER 2], N 
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NOTICE! 


LIGHTNING-SWIFT 
IMPRINTING SERVICE for 
LAST MINUTE 


Personalized Christmas Card Orders 


Now, Nu-Art has 3 national imprinting 
plants strategically located in Chicago, 
New York and Los Angeles, to give you 
time-splitting imprinting service. 

- - Only Nu-Art can help you earn 
profits right up to the eleventh hour 
taking those heavy, last-minute rush 
orders others don't dare accept! 


~ NU-ART 


kee = ENGRAVING COMPANY 

“ world’s largest exclusive manufacturer 

of fine Christmas Cords 

_ $823 N. Ravenswood Ave., Chicago 26, Ill. 











CHRISTMAS 


Have You 
Ordered Enough? 
* 


Do Not 
Underestimate 
Increased Sales... 


CRAM Quality GLOBES 


CRAM’S NEW 
Modern World Atlas 


Publication Date 
Nov. Ist. .Price $8.95 





Pre-publication 
Special Price. . .$7.95 


Have you ordered? 
If not, better hurry. 




















THE GEORGE F. CRAM CO. INC. 


730 E. Washington St., Indianapolis 7, Ind. 



























IT FITS ALL TYPES OF BUSINESSES! 


Dome is your best money maker because: 
* You make the same giant profit on each 
sale . . . original and repeat . . . you sell a 
complete book each time . . . NO REFILLS. 


¢ Reduces your inventory investment. 


¢ Takes less than a foot of counter space... 
dynamically packaged in a compact self-selling 
display unit. 


* Helps you sell through cooperative advertis- | 
ing and FREE dealer aids, advertising mats and 
point of purchase displays. | 


¢ It has a big consumer demand. 


RETAILS FOR 


he Mele 
3 When ordering Dome / 


EACH Simplified Bookkeep- f 
ing Record, be sure 

to include your or- 
ORDER THROUGH der for the Dome 


Youn W “Write It Only 
HOLESALER Once” Short-Cut 


Payroll Book. 


DOME PUBLISHING CO., INC. 


THE DOME BUILDING 
357-361 CANAL ST. e PROVIDENCE 3, R. |. 
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For counter, floor, or window, =A 
TUFIDE offers these sales-tested a 
self-service displays that — | 
CATCH THE EYE © INVITE INSPECTION 1 Je 
SPEED THE SALE eS 


These units that effectively dis- 
play and sell TUFIDE are being 
enthusiastically used by TUFIDE 
dealers everywhere. 


Use these displays to boost your 
business and school case sales and 
profits. Ask your salesman, or 
; write Stebco for full details on 
how you can get these eye- 
catching selling aids. 
VE as 


and to get people into your store .. . 


TUFIDE OFFERS YOU THE MOST 
POWERFUL NATIONAL ADVERTISING 
PROGRAM IN THE FIELD... 


with advertisements in Saturday Evening 
Post, Newsweek, This Week, Business 
Week, U. S. News & World Report, Sales 
Management and Rough Notes. Tie in 
with TUFIDE displays and your own 
local advertising. 











ADVERTISE ... 
DISPLAY ... SELL 


The Only Line of Business Cases with a 


Five Year 





Sok. | 


Ody yULicle 


OFFERS YOU THESE 
MODERN, SALES-PACKED 
DISPLAY MERCHANDISERS _ 






| 
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Collamatic Electric Collators 


W. E. Thomas, president of the 
Collamatic Corp., Wayne, N. J, 
recently announced the addition of 
a “Printer Series’ to Collamatic’s 
line of electric collators. 

Featuring a bin width of 2) 
inches, these new machines will 
accommodate sheets up to 10 by 
14 inches, and by utilizing two 
adjacent bins for a single sheet, 
will accept sheets up to 20 by 14 
inches. 

Collamatic “Printer Series’ Col. 
lators are finished in baked enamel. They are constructed 
of steel for strength, yet light enough to be moved about to 
suit the operator's convenience. 


Mickey Mouse TV Bulb 


The Solar Electric Corpora- 
tion, Warren, Pa., has announced 
that it has been licensed by Walt 
Disney Productions to manufac- 
ture and market the official Mic- 
key Mouse Club TV bulb and 
nite-lite. 

The bulb features a_ special 
low 5,000 hour filament with eye- 


ease white coating. It fits into any regular table or floor lamp 
socket. 





Parisi Porter 


Parisi Tool Company, Providence, R. 
I., has announced the creation of a 
new bag or parcel toter called the 
Parisi Porter. 

It is constructed of lightweight alum- 
inum and has a tubular slide and lock 
handle that adjusts to fit bags from 
18 to 54 inches. The handle is topped 
with a non-slip rubber handgrip. It 
also has an adjustable strap to secure 
cases to the toter. 


Adjustable Shelving 

Bernard Franklin’s new complete line of heavy duty in- 
dustrial steel shelving and parts bins is announced for office 
furniture trade distribution by the manufacturer, Bernard 
Franklin Co., Inc., 3300 E. Hedley Street, Philadelphia, Pa. 

Franklin's adjustable steel storage equipment is precision 
engineered, with over 600 standard shelving sizes and fully 
interchangeable parts for efficient adaption to all needs. 


Divider Wall Partition 


Semi-private office units can 
be created from open floor 
space in a matter of minutes 
with Hauserman Divider Wall 
partition, latest addition to the 
firm’s line of movable interior 
walls. 

Of precision steel and glass 
construction, the new divider 
wall integrates perfectly with 
all other types of Hauserman walls. It features instant, 
snap-in panels, quick-setting leveling devices on legs, con- 
cealed wiring channel, life-time baked enamel finish, and 
special, new-type plastic glazing strips for inserting and re- 
moving glass panels without danger of chipping or breakage. 
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THE COMPLETE LINE OF 


BUSINESS SYSTEMS 


FOR YOU TO SELL 
-« AT A PROFIT! 


Find out today why Hano is your best bet 
for a complete line of printed business systems. 


From Autographic Registers and forms 





thru Snap-a-Parts, to complicated Tabulating 
forms, Hano represents your best source for 
good deliveries and competitive prices, backed 
by years of dealer selling know-how. 


Write today for our circulars telling you 
who we are, what we are and what we have 
for you to sell... plus a full dealer proposal. 





COMPANY INC. 


MANIFOLD PRINTERS SINCE 1888 


General and Sales Offices: 


HOLYOKE, MASSACHUSETTS MT. OLIVE, ILLINOIS 


Warehouse and Branch Plant 
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now! a rine Flo-master 
FELT TIP PEN FOR EVERY USE! 


No matter what clientele you serve—industry, business, 
education, art, retailing or the home—you can now 
provide them with the perfect Flo-master Pen and Ink 
for their particular needs. With the Advanced, the 
Regular and the King Size Flo-masters, you have a 
complete, top-quality line to meet every demand... 
insure customer satisfaction every time. 


Flo-master Inks, too, are designed to meet every requirement: 


TRANSPARENT INK 


This is the finest ink ever invented for use in felt tip 
pens. It meets the requirements for general purpose 
marking—a clear, instant-drying, waterproof, non-toxic 
ink compounded with analine dyes and fine oils. Used 
for marking on any light colored surface. Available 
in 8 colors including black. 


OPAQUE — A pigmented, oil- 
based ink for use on any light 
or dark non-porous surface and 
certain other materials such as 
rubber, glass and many plastics. 
More durable than the Trans- 
parent Ink. Weather-proof, 
fast-drying, non-toxic. 10 colors 
including black. 


BRITE-LINE — For use in the 
Advanced Flo-master only — A 
clear dye, water-based ink for 
use on light colored paper or 
poster board. Non-penetrating, 
odorless, fast-drying, won't 
transfer to other surfaces (as 
do colored oil-based inks). 8 
colors & black. 2 oz. size only. 





FELT TIP PENS 





For additional information write to: 


CUSHMAN & DENISON MFG. CO., Dept. 1., 625 Eighth Ave., Now York 18, 



































Pat. Pending 


THE HANGING FOLDER WITH ADJUSTABLE METAL TAB 


Finger Tip Control for 
“filing and finding © 








They 
hang! 


Just one demonstration proves the facility, ease and 
accuracy of filing and finding with Guide-O-folders. Gone 
are the days when file clerks had to push and haul sagging 
overloaded folders to file and find correspondence. Guide- 
O-folders simply glide along on the metal frame. The metal 
strips are anchored securely to Guide-O-folders, hence they 
ere always in position. The adjustable metal tabs are 
slanted at a 45° angle for better visibility. 

Feature Guide-O-folders in your sales work. Write for a 
sample today. 


A complete line of Filing Supplies, 
TRANSFILE Fibreboard Transfer Files 


Guide. O.tiay 


Made to fit the lower 
deep drawer of all 
standard desks. Using 
this unit, the desk 
worker always has 
important and vital 
data at the finger tips 
—always in an upright 
position. Instantly 
available and_ instantly 
replaced. The unit con- 
sists of a metal tray 
and 25 Guide-O-folders 
complete with adjust- 
able metal tabs and an 
assortment of inserts for 
tab headings. 


Guide System & Supply Co. 


335 Canal St. New York 13, N. Y. 
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Artists Tray 


A tray to carry artists mate- 
rials in one compact area has 
been prepared by the H. T. 
Herbert Company, 10-63 Jack- 
son Avenue, Long Island City, 
Nn. Y. 

The Tabour-Tray is a 12 inch 
by 17 inch tray of unbreakable 
plastic with 75 spaces for artists 
equipment. The tray which also has a removable palette re. 
tails for $4.98. 


Check Book Reminder 


Robinson Reminders, Westfield, Mass, 
announced a check book reminder which 
combines the utilities of a reminder and a 
check book. The combinations are offered 
at two prices—$2.50 and $5. 





Printing Adding Machine 

Fremaco International, Inc., 188 
West Randolph, Chicago, announced 
the availability of a new Summira 
Printing Adding Machine, in addi- 
tion to their standard non-print mod- 
el. 

The Summira, according to the 
company, is the lowest priced print 
adding machine with direct subtrac- 
tion on the market, costing approx- 
imately half as much as the next 
highest competitive model. 

The printing Summira has visible 
total and individual entry dials so each 
checked by the operator as it is put into 
Eastern retail price is $79.95. 





figure may be 


the machine. 


Automatic Gun Tacker Kit 


According to Arrow Fasten- 
Se er Co., Inc., Brooklyn, pre- 
liminary market tests show that 
its new Special T-50 Automatic 
Gun Tacker Kit will be a good 
seller in stationery stores this 
Fall. 

Called Arrow’s special Nailing 
Kit, the two color package has 
been designed to simulate a 
tool chest. The kit contains 
Arrow’s T-50 Automatic Gun 
Tacker, a supply of 5000 staples in four different sizes and 
a steel staple remover, each packaged in its own regular 
stock box so that units may be sold separately if desired. 








Small Duplicating Cabinet 


A single door duplicating cabinet designed to house a 
complete duplicating department in a minimum of space is 
being marketed by Mim-E-O Stencil Files Company, 886 N. 
Milwaukee Avenue, Chicago 22, III. 

Occupying only 20 inches square of floor space, the model 
48SD has a door pocket for file wrappers, two supply shelves 
and a handy pull-out shelf for extra working space. The heavy 
gauge, all-welded steel unit is completely rigid. 
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box cards 


Valentine, Christmas 
and everyday designs 


send for free brochures 





e a box card is a box card is a box card 

























Still Growing 


STRONG 


We think there are few publishers who do as 
much to fully serve their readers as DPC does. It 
isn’t just a matter of producing more pages each 
month, but in filling those pages with material 
that is really useful. 





The articles in DPC publications—all published 
to help business men and women—give step-by- 
step explanations of how volume was increased, 
how costs were reduced, how customers were sat- 
isfied, or how advertising was made to pay off. 


We think this is why each of the DPC publica- 
tions is a widely respected leader in its field. 














| | 

















MORE GIFT 


MERCHANDISE 











Watch your sales volume go up when you offer Quick- 
Service quality imprinting! Don’t kill sales by having 
to say: “It will take a week to ten days for delivery.” 


What a pleasure to eliminate all packing, shipping, 
delivery expense, bookkeeping, costly errors and “out 
of stock” notices that plague you when imprinting is 
sent out! 

You can offer quality imprinting on a quick-service 
basis...and you'll get all those profitable “last- 
minute” shoppers all year ‘round! 


Leading card manufacturers are designing their 1956 
card sentiments to harmonize with Kingsley type styles. 


NG 


WRITE TODAY FOR COMPLETE DETAILS 
You'll be delighted to learn how 


Dac tddon ad STAMPING MACHINE co. _ little it costs to ata is 
405 EAST SUPERIOR STREET, DULUTH 2, MINN. 850 Cahuenga Blvd. easy-to-operate Kingsley machine 
Hollywood 38, Calif. that is right for you! 
| Dept. D116 

















DISTINCTIVE 
SALES APPEAL 


PENCILS 
ustrous 
Chrome 

faa feliilale meek 


$3.75 


3 at 
< 14 kt 
filled retail 


ing at $8.75 F.T.I 





Traditionally the leader in fine 
writing instruments, Cross con- 
tinues its pace-setting trends by 
offering quality merchandise at 
easy-to-sell prices. You can buy 
and sell Cross with complete con- 
fidence. Write for complete in- 
formation on the attractive new 
No. 46 display assortment, a 
package deal consisting of two 
free displays and an excellent 
selection of Cross merchandise. 


OIN PANY 


Stiga 


A.T. CROSS 


Y THREE WARREN 


U.S.A 
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The dates listed here may be of interest because they are a reminder of a specific 
event or because they suggest promotional tie-ins for stationers for sales, store events 


or window displays for the period covered. 


October 21-27 — Pass the Laugh Week. 
October 21-28 — United Nations Week. 
October 24 — United Nations Day. 
Oct. 26-Nov. 26 — Jewish Book Month. 
October 27 — Navy Day. 

Oct. 28-Nov. 4 — 
Youth Week. 
Oct. 28-Nov. 4 — Reformation Week. 

October 31 Hallowe'en. 

November 1 — National Authors’ Day. 

November 1-30 — Religion in American 
Life Month. 

November 2 — World Community Day. 

November 4 - 
Sunday. 

November 6 — Election Day. 

November 10 — 4-H Achievement Day. 

November 11 — Veteran’s Day (Former- 
ly Armistice Day). 

November 11-17 — American Education 
Week. 

November 11-17 — Optimist Week. 

November 15-December 31 — Christ- 
mas Seal Sale. 

November 18-24 — Children’s National 
Book Week. 
November 18-24 
America Week. 

November 22 — Thanksgiving Day. 

November 22-December 25 World- 
wide Bible Reading. 

November 29 — Channukah, Religious 


National Catholic 


“Freedom of the Press” 


National Latin 


(Jewish). Feast of Lights. 





Stationers Loose Leaf Company of Mil- 
waukee, manufacturers of the Faultless 
line of loose leaf equipment has moved 
to its new location at 224-246 East 
Chicago Street. This modern four-story 
building was purchased late in 1955 as a 
major step in Stationer’s expansion and 
modernization program. All of the metal 
work is done on the ground floor, the 
offices are on the first floor and the 
other two floors are devoted to printing 
operations and the bindery. 


58 


December 2 — Pan American Health 
Day. 

December 3-9 -—— National Prosperity 
Week. 

December 9 — Universal Bible Sunday, 

December 10 — United Nations Human 
Rights Day. 


December 11 — JCI Day (Junior Cham. 
ber International). 


December 15 — Bill of Rights Day. 





MAKE EXPERIENCE COUNT... 
(Continued from page 30) 
floor coverings to make the job com- 

plete. 

“Now we don’t always sell such 
jobs complete,” added Roberts, “but 
in 90 percent of the cases, we sell 
more to the customer than he original- 
ly planned to buy.” 

The skill of the artist is also used 
in selling to large industrial firms 
and institutions, as steel mills, plants 
and colleges that abound in the Le- 
high Valley area. In addition to the 
sketches, scale layouts with cut-outs 
of various furniture items are pre- 
pared so the salesman can work with 
the purchasing agent in arranging the 
furniture on a floor plan. 

In many cases, material swatches 
are attached to the artist’s prepared 
material to give the customer a better 
idea of materials and shades to be 
employed. 

When the salesmen have special 
recommendations for the rearranging 
of furniture to overcome bottle necks 
and provide more space, they use a 
camera to obtain photos of the exist- 
ing situation. These are attached to 
the side of the colored drawing pre- 
pared by the artist. 

Customers who may have only been 
vaguely interested in remodeling or 
furniture replacement often take a re- 
newed interest which leads to a sale. 

Emphasizing that they do not sell 
price, Roberts indicated that while 
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American has never been the lowest 
bidder on large company jobs, they 
often get the business. Their sales 
weapon is their proposal. 

Instead of just listing the item and 
price, American pastes a full color 
picture of the merchandise on one 
side of the sheet with the price listed 
cordingly. Roberts explained the suc- 
cess from the fact that the customers 
will often pay more for what they 
are getting, than less for something 
that they don’t see. 


Texas 

In Texas, renowned for doing 
everything on a larger scale, Thomas 
Brothers of Lubbock helps the custo- 
mer plan his complete move into the 
new office as well as furnishing it. 

That Texas businessmen approve of 
the system of scaled layouts is attested 
by the success of the firm. 

To acquaint the prospect with the 
kind of service the company can give 
him, the salesman uses _ illustrations 
of some lines of office furniture to 
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classify the prospect's tastes in accord- 
ance with his needs and relative to the 
allowances of the company budget. 

A proposal is drawn up after the 
customer is convinced that the com- 
pany can do a complete job for his 
individual needs, and has turned over 
the floor plan of the proposed office. 

Along with the furniture laid out 
on the scaled floor plan, there are 
several pages of illustrations show- 
ing full description of each item. 
Arrangements with local concerns sup- 
ply wall color, carpet and drapery 
samples and lamp illustrations. 

The written proposal accompanies 
the firm’s new drawing. This accurate 
and complete picture of each room 
enables the customer to intelligently 
evaluate the proposal, make any 
changes desired and add to or delete 
from his original budget. 

Upon acceptance of the proposal, 
a final floor plan is redrawn and 
copies made by a blueprinting firm. 

The delivery personnel installs the 
new furniture with a minimum of 


lost motion and time, through the 
expediency of placing the properly 
nmbered item in its corresponding 
place according to the blueprint num- 
bers. 

The Thomas Brothers scheme aids 
the customer in the actual move to 
the new office as well as furnishing 
the office. All related items are fig- 
ured in the overall proposal. The 
customer knows the proposed cost 
of the entire job. 

Repeat sales are assured according 
to this Texas company. Oliver C. 
Thomas of the firm states, “If the 
salesman renders a real service to the 
company, it is something the compe- 
tition can’t do, because it has already 
been done. The prospect considers it 
only fair to give the business to the 
man who has already done him a 
genuine service.” 

This astute observation points out 
the one extreme advantage of a good 
office planning division. A service of 
this nature, well rendered, must in- 
evitably bring repeat business. 
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Forget election Delay 


Here is an entirely new package of BIG VALUE. A balanced tally 

assortment of general and fall designs, double wrapped for ease in 

handling. 

Assortment contains: 

e Four designs to each package 

e 6 dozen 2 table sets 

e 2 dozen 3 table sets 

e Full size score cards for each table 
(2 cards in 2 table set - 3 cards in 3 
table set) 

e Rules for progressive contract bridge 
No charge for display rack (11" x 8'/.") 

Total cost only $18.00 


a * 





FULL 100%, 
MARKUP! 











A complete card playing accessory department 
in only 19 x 10 inches of counter space. Assort- 
ment contains rules and score pads for all 
popular card games. All items pre price-marked. 
Total cost only $36.88 

No charge for display rack 

PLACE YOUR ORDER TODAY 








AND ASSOCIATES, INC. 


40 W. Third Ave., Columbus 1, Ohio 
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CLASSIFIED ADVERTISEMENTS 


Deadline for classified advertisements 
preceding the month in which the magazine is issued. RATES: 
Minimum Order: $3.00. Names and address are to be included in the count. 
Initials or sets of figures are to be counted as one word. J 


is the fifteenth of the mofhth 
i2c a word. 











HELP WANTED 





Exclusive territories open for salesmen, 
Gift stationery, packaged in colorful, eye 
appealing, re-use metal container. Im- 
ported from Holland. Immediate delivery 
from 7 Daher-338 Pearl, New York 
38, N. 11-56 


, 





SALESMEN: year round side-line selling 
Christmas card Close-outs, Birthday, Get- 
Well, etc. Williams Paper, 19 Hudson St.. 
New York 13, N. Y. tf 


RECOMMEND 
BEACH’S 
“Common Sense” 
EXPENSE BOOKS 


BEACH PUBLISHING CO. 


19829 W. McNichols, Detroit 19, Mich. 








counter CASH DRAWER 35950 


6coin tills, 5 


currency com 
Warni: ei id dise tumbler her lock 
Made of indiana hardwoods. Smoot 
— ty terior ( lacquer 
Tray exterior (specity 
Size 1855" W x 1 : 9 Dx on 
High Quality, catsion’ t. 
Standard aler Discount. 
Order or write today! 
INDIANA CASH DRAWER co. 








Mfgrs. Cash 
Drawers for 
over 34 years 


TICKET PUNCHES 


FOR EVERY PURPOSE 
Notching - Punching - Counting 


The Hogéson & Pettis Mig, Co. 


141T Brewery St., 


P.O. Bex 236N, Shelbyville, t 





New Haven, Conn. 








Se CARTON OPENERS 
ee . STRING CUTTERS 
Write for literature and latest prices 
MODERN SPECIALTIES CO. 
4301 W. Ogden Ave., Dept. MS 
Chicago 23, Ill. 





Established manufacturer of Christmas 
cards requires active sales representation 
in the South and Mid-West. Write, giving 
full particulars, experience, territory 
covered and lines carried. Lilac Hedges 
of Litchfield, Inc., Litchfield, Conn. 11-56 


Salesman wanted to represent manu- 
facturer of boxed stationery, calling on 
retail trade in Western Pennsylvania, 
New York State and West Virginia. Com- 
mission. Experience preferred. Box 103, 
Modern Stationer, 405 East Superior 
Street, Duluth 2, Minn. 11-56 


MANUFACTURER'S REPRESENTATIVE 
wanted to represent nationally sold pat- 
ented zipper ring binders, portfolios, and 
brief bags. Exclusive territories avail- 
able. Commission. Give details. Reuben 
Co., Box 31, 555 W. Jackson Blvd., Chi- 
cago 6, Ill. t-f 





POSITION WANTED 





SWITZERLAND 
Well-established Swiss wholesale stationer 
would like to obtain lines on an exclusive 
distribution basis. Sales force covers 
Switzerland. Please address offers with 
all details to P. R. Waibel, Scheunerweg 
9, Papiermuhle-Bern, Switzerland. 11-56 


Manufacturer’s representative operating 
as individual in major Variety Chains 
and Super Markets in Metropolitan New 
York and Philadelphia area desires sta- 
tionery items suitable for these markets 


Exclusive only. Box 105, Modern Sta- 
tioner, 405 East Superior Street, Du- 
luth 2, Minnesota. 11-56 





FOR SALE 





EZY-REDE Magnifiers and Readers (made 
in the U.S.A. otfer you tine sales and pro- 
fits. Now stocked by your wholesaler. 
Request free catalog. Apex Specialties 
tg’ 1111 Douglas Ave., Providence 4, 

= * tf 





W-2 Business NOW Quick Results 


Write for samples, details. You accept 
orders. We do everything else under your 
— Excellent profits. 


Forms as revised May ’56 available 


APEX BUSINESS SYSTEMS 


Dept. MS, 540 Pearl St., N.Y. 7 BE 3-7133 














STEELGRIP 


STAINLESS 





Steelgrip clips are made from Stainless Steel giving great flexibility 


and long life. 
sizes, Regular and Junior. 


jvst the clips needed for keeping letters and papers in order. 


find them unsurpassed for organizing their brief cases. 
put to many uses in every office, factory, home and automobile. 


for samples ond prices. 


Steelgrips ore available for immediate delivery in two 
You will find our Stainless Steelgrip Clips are 


Salesmen 
These clips can be 
Write 


L. D. Van Valkenburg Co. 


Quoelity 
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The Discovery Room There's a Dinner Dance 
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Dates and places 
are listed below 
So make plans now 
for the Chicago Gift Show! ¥ 
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La Salle Hotel and Palmer House 


FEBRUARY 3 to 14 Eastern Manufacturers and Importers Exhibit, Inc. 


George F. Little, Managing Director 
220 Fifth Avenue, New York 1, N. Y. 


SHOW HOURS 
Sunday, Feb. 3............00+ Noon to 6 P.M. 
Mon. thru Fri., Feb. 4-8 ....9 A.M. to 6 P.M. 
ONE TT oiccscnccsscniccenacsenssnne Closed 
Sunday, Feb. 10............0... Noon to 6 P.M. 
Mon. thru Wed............... 9 A.M. to 6 P.M. 
Thursday, Feb. 14............ 9 A.M. to Noon 
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No. 21 ‘'Deluxe” Artists’ Oil Color Outfit 
A large 12” x 16” deluxe wood sketch box with mahogany- 
grained, mar-resistant finish. Space in lid for canvas panels. 
Fully outfitted with 12 professionally-selected studio (1”x 4”) 
tubes of Craftint-Devoe Artists’ Oil Colors, large pound-size 
tube Titanium White, 2Y%2-ounce bottles of linseed oil and 
turpentine, canvas panel, palette cups, palette knife, palette, 
assortment of good brushes and instruction book. $25.95 
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dices: “SbLiz FINEST 


An excellent painting set in attractive 9”x 12” lacquer- 
finish wood box. Fitted with professional selection of 
nine studio (1”x 4”) Craftint-Devoe Artists’ Oil Colors, 
2’2-ounce bottles of linseed oil and turpentine, pal- 
ette, palette cup, palette knife, assortment of good 
brushes and instruction book. $12.25 


No.9 "Beginners” 
Oil Painting Outfit 
An excellent gift set for © 

ep vente ee Stock the BIG line.....the BEST line! 
ly 4¥%2"x 8", fitted with 

12 tubes (Y2” x 2”) Craf- Now's the time to order complete 
tint-Devoe Artists’ Oil 
Colors, bottles of pale 
drying oil and turpen- 
tine, brushes and in- 
structions. $3.95 


Oil Color and Water Color Outfits by 
Craftint-Devoe. They’re proven hits for 


Holiday selling. Perfect for the pro- 
No. 201 ‘Water 
Color” Outfit 
Metal box, 442”x 9”. The 
inside of cover contains 
mixing slants and wells, 
and is finished in baked, 
white enamel. Thumb- 
ring on bottom of box 
facilitates its use as a 
palette. Fitted with 12 
tubes (Y2”x3%”) of Craf- 
tint-Devoe Academic 


- Craftint ee 
Artists’ Water Colors 


and 2 brushes. $4.50 NEW YORK ° CLEVELAND ° CHICAGO 


Many other popular sets availabie 





fessional or amateur artist.....they 


sell.....sell..... SELL! 
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1615 COLLAMER AVENUE @¢ CLEVELAND 10, OHIO 








